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When the Weather Signals Point to Change 


when the signals point to change. He knows 

that it is time to temper his intentions to the 
rise and fall of the glass—whichever comes. Most 
often, his only warning is just that little sliding twixt 
and between, that betokens a change. 

Transfer the idea to the shoe man. Put the sig- 
nals in the present and consider several things. Don’t 
be lulled into the slumbers of forgetfulness of the 
fact that the Federal Trade Commission is done with 
its meddling. The chances are that it will come out 
with some plan of limiting not only profits but the 
range in prices through some price-fixing scheme. 

To date, the Fair Price Committee’s work in every 
State in the Union has been in the main directed 
towards the education of the chairmen in the various 
functionings of business. Only in the State of Mon- 
tana has there been any teeth in the price fixings and 
price markings. It is an error to suppose that the 
Federal Trade Commission’s investigation is limited 
to whatever $20,000 might discover. 

The true fact is that the full resources of the com- 
mission are at the service of its chairmen. Indica- 
tions are that the investigation is going far afield with 
each day’s passage. There is no question but what 
the retail shoe merchant the country over is changing 
his methods of figuring profits. 

The rule of six and the replacement figure as a new 
base for profit figuring is nowhere applied to the entire 
stock of the store. The merchant is studying profit 
by the year and not profit by the pair. He is looking 
for a fair return on his turnover, plus an increase of 
turnover, to bring about better service to the public at 


ta shrewd weather man keeps a watchful eye 


a more economical price to the public. One has but 
to look at the prices for merchandise now on sale to 
see that the national average of selling prices to the 
public are so fair as to justify commendation. 

Let us hope that the same conditions can continue 
even though price levels are slightly higher next 
Spring. Just as sure as the cycle of extravagance is 
coming to an end through stern necessity, is it equally 
sure that the sweating-out process must go on in all 
lines of industry. 

’ The excessive overhead and the nonsense of too 
many frills in business is subject to investigation on 
the part of every merchant in relation to his own 
store. The cold, hard facts are that the public has 
about reached its limits. We do not view with ease 
the situation with so many stores in all lines of busi- 
ness inflating their overhead and at the same time, 
experiencing, as the shoe man is, a decrease in sales 
by the pair—if not by the dollar. 

In truth, the big problem of 1920 is the subject of 
turnover, and with it is linked a cash and carry sys- 
tem, and speed and variety in business. There is no 
question but what many merchants have bought shoes 
for Spring at a price at the factory higher than what 
the selling price today is to the public. It is hardly 
the temper of the times for a radical jump of from $2 
to $3 per pair at Easter time. 

Try to look upon the situation from the other side 
of the pyramid, with the peak in prices approximately 
now. If the turn comes to a buyer’s market, 
consider the averaging process on the way down. It 
is equally as easy to average a bill of goods bought 
at a high figure with one bought at a lower 
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figure, so that the price level to the public runs in 
between. , 

It is true that with prices in the ascendency, this 
is just what you have been doing—averaging your 
low levels and high levels to strike the middle path 
to the public. It is time to consider the other side 
of the pyramid. No matter when that date may 
come, no one has better advice on the subject than 
you, who have been a studious reader of the “Re- 
corder.”’ It is the function of this publication to keep 
the merchant in closest touch with the actual situa- 
tion in business. What has been said has been more 
in the nature of suggesting a study of possible changes in 
conditions. It is no alarmist talk, but rather sound 
business judgment, in view of the study that you, 
yourself, can make of conditions in other lines of 
apparel in your own city and town. 

Some of these things are sensed rather than known 
and place the merchant in a position of preparedness. 
There are early indications of possible changes in 
style, that are worthy of some study. The advice of 
the trade and its organizations has been, since last 
May, along the lines of vamps, not over four inches 
in length. Have you noticed in your community an 
interest in vamps less than four inches? The tendency, 
we think, is towards a normal shortness and a shape- 
liness—nothing at all like the freakish, short, French 
last, with its square toe, but something slightly under 
four inches in length, and correspondingly a little 
broader across the ball. It may not hit your com- 
munity until next Fall, but it is reasonable to expect 
that after so many steady years of long, drawn-out 
recede vamps, a change is coming in women’s lasts. 
[t is known that it will be gradual. But keep active 
your stocks and keep them up-to-date. Increase your 
turnover and figure your profits by the year at a fair 
return to your store. It is the advice of the hour. 





“High Heel’ Prohibition 
Proposed Next 


ITH Lady Astor in Parliament, the world 
acknowledges with some appreciation the value 

of the intelligent woman in political affairs. And after 
such successes as suffrage and prohibition, there is no 
telling what will be accomplished under new feminism. 


In the fair name of the Y. W. C. A. a campaign has 
been launched to bring about the abandonment of 
the wearing of high-heeled shoes. Ah, yes! Some 
such epidemic has been with us nationally since the 
“Recorder” began, and to what avail? Now comes a 


sob-sister of the press in an article in the December . 


issue of the Ladies’ Home Journal that opens as 
follows: ‘‘During the year 1916, there were 1149 women 
in the United States killed by high heels, caused by 
tripping their heels on a stair and falling downwards. 
Over 4000 women were crippled from the same cause.” 

Oh, my, yes! It is granted that falling downstairs 
is a customary practice, but when you put it into 
statistics, “1149 killed and 4000 wounded,” it looks 
like a casualty list ‘‘of the war.’”’ Whose figures are 
these, anyway? How about a little anatomical 
statistics of our own? How about the 67,421 women 
who have died from compression of the heart, 
lungs and liver, due to the too tight embraces of the 
corset? How about the 97,923 women who died from 
over-revealment of the lungs and back, due to the 
shortage in material fashionably applied? How 
about the 1,076,481 casualties of the soda fountain 
and nut sundae “parlor bolshevists’” of indigestion? 
’Tis said “there are a million sore eyes in Asia” and 
few moving picture houses at that. If you would go 
further into statistics, there hasn’t been a death of a 
natural sort in this far-too-civilized world of ours that 
cannot be attributed to some one indiscretion. 

Why go further into statistics? Youcan wear ’em just 
as wellasI. Far be it from the retail shoe merchant to 
even pose as an advocate of the high-heeled shoe. 
He is but the servant of the woman of fashion, and 
what woman is there who would not be fashionable? 

High heels were not the creation of the shoe man; 
in fact, vanity was at the source. Someone wanted to 
appear higher in the stature, and the deed was done. 
Take a good look at Fifth Avenue on a busy day or 
any other thoroughfare and compare relative heights 
of men and women, and you will see one of the reasons 
why higher heels are worn. 


Lives there a dame with soul so dead, 
Who never to herself has said— 

“T for one, will not refuse 
Votes for women and high-heeled shoes!’’ 
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Oh’ no, Elizabeth Sears! You can’t tip over the 
habits of millions of stylish women by pointing out 
that there is no hope in high-heeled shoes. Far better 
would it be for you and the Y. W. C. A. to go at the 
subject on the safe and sane basis of advocating ap- 
propriate footwear for the duty to which it is put. 

The entire trade is ever willing to stock shoes with 
low and medium heels, with flexible and rigid shanks, 
and with all sorts of fore-parts if there is any demand 
for them greater than that at the present. 

Few stores could continue in business if they 
stocked ‘‘so-called sensible shoes’ alone. Even the 
greatest exponent of orthopedic footwear sells as 
many high-heeled shoes on pointed lasts as he does 
corrective shoes. There can be no national link-up 
with shoes termed corrective with either fashion or 
general popular demand. 

There may be a million arguments why high heels 
should not be worn, but the fact remains that the 
average American woman wears them for those occa- 
sions for which they are best suited. The campaign 
might well point out that there is a time for a com- 
fortable shoe, there is a time for the sport shoe and a 
time for the dress shoe. Low heels, wide toes and 
flexible shanks do not spell comfort, nor convenience, 
nor satisfaction in every case. 

There are feet that are normally happy in high- 
heeled and recede-toe lasts and these feet are not to 
be termed deformed by any stretch of the imagination. 

You say, “the power of the high heel seems to be 


largely vested in the manufacturer.”” This statement 
is not so, for the manufacturer has mighty little to do 
about it. It is the woman who follows the styles, and 
also the women who follow her, that bring about the 
service given by the shoe stores in the shoes prepared 
on order in factories the country over. But when it 
comes to talking casualties through high heels, stop 
talking. NONSENSE. 





Good Shoes Come to Stay 


HILE there is some disposition evident to hedge 
a bit in displaying shoes to the consumer at a 
price commensurate with cost, including all costs of 
doing business, as well as the shoes, the fact must 
not be overlooked that the demand was never greater 
for high grade footwear. The feeling in the mind of 
the wearer is that if he must pay more than he for- 
merly did, he at least expects quality, and he would 
rather pay still more and get still better quality than 
too low a price for a product of doubtful value. 
Evidence is not wanting that high quality produc- 
tion will be maintained during 1920, and thereafter, 
materials permitting. We have reached a stage of 
high class shoemaking through years of development 
and study which will not be changed because of an. 
economic condition, such as now prevails. 
The same economic situation finds the masses in a 
position where they not only can but expect to pay 
more for their commodities. 





Go through this issue carefully; fill out this 
blank as indicated, and send it on a tour of the 
store. Its value to you is multiplied by the 
number of your associates who benefit from its 
contents. 


No retail shoe publication in the world is 
giving to its readers the amount of expert and 
authoritative service that is embodied ir each 
week’s issue of the “Boot and Shoe Recorder.” 





Keep the Recorder “Going the Rounds’’ 





























Note carefully Articles Advts. 
Mr. 
is kk i ericuhe ee eaniene eke when 


circuit is completed, with commerts or sug- 
gestions, if any. 
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PROFIT OF SHOE. DEALERS FIXED IN 
CANADA 


A Maximum of 33 1-3 Per Cent Profit Permitted 


OTTAWA—An important order issued by the 
Board of Commerce fixed the margin of gross 
profit allowed to retailers of boots, shoes, rub- 
bers, overshoes, gaiters, and other articles usually 
sold within retail establishments in Canada at 33 1-3 
per cent. The order states that sales of any of these 
commodities in contravention of this order shall be 
deemed to bear an unfair profit. 

It is furthermore ordered that up to and including 
December 24, 1919, any person concerned, whether 
vendor or consumer, may apply in writing to the board 
for any amendment or variation of the order to have 
effect territorially or otherwise; but that, notwith- 
standing the terms of the order, it shall have effect 
from today. 

The order was signed by all three members of the 


board. 


GENERAL CONVENTION COMMITTEE 


Met December 5 at Boston Shoe Trades’ Club 
Convention Committee 

On Friday night, December 5, a full meeting of the 
general Convention Committee was held at the Bos- 
ton Shoe Trades’ Club. Dinner was served in the 
grill room. Each vice-chairman was seated at a 
separate table with his own committee. During the 
dinner he discussed with his own committee problems 
concerning convention affairs. After the dinner was 
over, a consolidated meeting was held. 


LOWELL SHOE MERCHANTS 


Organize December 1—Officers Elected— William 
E. Wood, President 

After much discussion among the shoe merchants 
of Lowell, Mass., for a considerable time regarding 
the formation of an association, a large number met 
at Board of Trade rooms on Monday evening, De- 
cember 1, and following a meeting in which much 
interest was manifested and the shoe trade discussed 
in several of its phases, the matter was brought to a 
head and an association formed. 
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The following board of officers was unanimously 
elected: William E. Wood, president; George Gag- 
non, vice-president; Henry F. Sullivan, secretary and 
treasurer. 

It was voted that any buyer or manager of a city 
shoe establishment or department was eligible to 
membership. Meetings will be held monthly, the 
next one to take place in January. 


Big Organization Predicted 


During the course of the evening, remarks were 
made by many prominent shoe men of the city, and 
the prospects are bright for a large and efficient or- 
ganization, as there are a large number of shoe stores 
and departments in town. Among the prominent 
merchants who took part in the discussion were 
Timothy O'Sullivan, William Wood and others. 


A Partial Roster 


George Gagnon, William Wood, William Levine, 
Maurice Levine, I. H. Morse, Timothy O’Sullivan, 
Emile Bordeleau, M. J. Lambert, Frank Latham, 
P. N. Harper, 8. M. Whitman, Louis Katzan, Emile 
Gagnon, Chester E. Cornock and Henry F. Sullivan 
were numbered among the well-known shoe men who 
were present at the organization of the association 
and all feel that the move will be productive of much 
good to the local shoe trade in general. 


PENNSYLVANIA SHOE RETAILERS 


Announce Big State Convention for Harrisburg, 
March 8-9, °20 


“Hurrah! We’re Coming”’ is the slogan for the big 
State Convention of the Pennsylvania Shoe Retailers’ 
Association, which will be held at the Penn-Harris 
Hotel, Harrisburg, Pa., March 8-9, 1920. 


Convention Committees 


Harr I. Boyd, Lancaster, Pa., Chairman; S. S. 
Schweriner, Reading, Pa.; C. O. Hoffman, West 
Chester, Pa., treasurer; Nathan L. Stern, Harris- 
burg, secretary; Albert Schmidt, Pittsburgh, adver- 
tising; Lee Reinberg, York, badges; Ben Schaub, 
Lancaster, display; H. S. Parthmore, Harrisburg, 
registration and credentials; J. A. Crawford, care of 
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Rodney’s shoe store, Third Street, Harrisburg, hotel 
reservations. 


Immediate Reservations Urged 


There will be display booths, scores of them, to 
show all styles of shoes. J. A. Crawford, care of 
Rodney’s shoe store, Third Street, Harrisburg, Pa., is 
in charge of hotel accommodations. The State Secre- 
tary, George M. Garman, urges immediate action on 
the part of those desiring to attend, in this manner: 
“Hurry Up and Make Your Hotel Reservations, so 
you'll have a place to sleep.”” Every member is urged 
to bring a friend who is not a member, so that he will 
wish to become a member. 


SPECIAL BULLETIN 


Issued by the Pennsylvania Shoe Retailers’ 
Association 


The executive committee of the Pennsylvania Shoe 
Retailers’ Association met at the National Head- 
quarters of the N. S. R. A. on November 18, last. A 
Special Bulletin on this meeting has just been issued 
by Secretary George M. Garman. Members present 
were: C. J. Mensch, president, Pittsburgh; Albert 
Forster, first vice-president, Manayunk, Pa.; Harry 
I. Boyd, second vice-president, Lancaster, Pa.; 
George M. Garman, secretary, Philadelphia; S. S. 
Schweriner, Reading; David Strumpf, Philadelphia; 
C. Ludebuehl, Pittsburgh; W. H. Cannon, Du Bois, 
Lee Reineberg, York. 


French Last Condemned 


Condemnation of the French last was made by the 
executive committee through the passing of the fol- 
lowing resolution: 

Resolved: That the Executive Committee of the 
Pennsylvania Shoe Retailers’ Association, in session 
Tuesday, November 18, 1919, at National headquarters, 
N. S. R. A., Philadelphia, express disapproval of the 
so-called French last, blunted model shoes, which oppor- 
tunists are exploiting as an alleged French style. 

Be it further Resolved: That the Executive Committee 
is advised that French women of fashion do not favor 
this model and are wearing instead present-day styles of 
American-made footwear as being the most durable and 
stylish obtainable. 

And further Resolved: That members of the Pennsyl- 
vania Shoe Retailers’ Association be cautioned against 
buying shoes of this model, which they may find difficulty 
in disposing of at a profit. 


Milwaukee Endorsed 


The Executive Committee unanimously endorsed 
the selection of Milwaukee, Wis., as the meeting 
place for the National Convention of the N. S. R. A. 
in 1921. 
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Transportation Claim Committee 


President Mensch appointed a Transportation 
Claim Committee, owing to the many complaints 
received from retail shoe merchants, by freight or 
express. The members of this committee will investi- 
gate and make prompt report on all complaints re- 
garding lost or delayed shipments by freight or ex- 
press that members may make. In case of unusual 
delay, the committee will put members in touch with 
an expert traffic organization in Philadelphia. Mem- 
bers of the Freight Claim Committee are: Albert 
Forster, 4237 Main Street, Manayunk, Philadelphia; 
D. Strumpf, Philadelphia; George M. Garman, 258 
North Fifty-Second Street, Philadelphia. 


FIELD SHOES WANTED 
By Army Quartermaster Department— 
Bids Open December 17 


Washington, D. C., December 5—Announcement 
has just been made by the Leather Rubber Goods 





My Largest Single Sale 


Newburgh, New York, Family Shoe Store, 
H. Berkowsky, proprietor; amount of sale 
$115 as follows: Three pairs women’s gray 
shoes, $14; three pairs women’s black 
shoes, $12; two pairs men’s brown shoes, 
$10; one pair women’s brown oxfords, $6; 
one pair men’s smoked work shoes, $7; one 
pair child’s brown shoes, $4; sold to an 
Italian returning to Italy. Same party has 
bought $50 worth more since sale. Says he 
hasn’t yet finished. 











Branch of the Army Quartermaster Department that 
bids will be opened on December 17 for 4,000 field 
shoes under the old specifications No. 1351¢ The bids 
are asked for small sizes only, and it is understood that 
the old shoes are wanted because they are to be 
shipped to Germany to be used by the American 
force there. 


FIRST ORDER 


Of Co-operative Stores of Police Department, 
Home Service Division, New York 

The first order for shoes for the Co-operative 
stores of the Police Department of the city of New 
York, Home Service Division, has been placed on a 
new specially constructed model particularly adapted 
and suitable for police work. This order has been 
placed with J. M. Herman Shoe Company. J. 
Stevens Ulman, president of the Amalgamated Leather 
Companies, Inc., is the specialty deputy police com- 
missioner in charge of Home Service Division. 
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Fair Price Actions the Country Over 


What Is Being Done on the Committees Now Appointed in 
Every State 


FROM IOWA 


Secretary of Iowa Retail Shoe Dealers’ Associa- 
tion Reports 


" HE BOOT AND SHOE RECORDER?” is in 

T receipt of a letter from F. M. Nebe, secre- 

tary-treasurer of the Iowa Retail Shoe Dealers’ 
Association, Des Moines, as follows: 

“Directors of our State association held a special 
meeting at Des Moines, Monday, November 24. 
After a thorough discussion of the Fair Price Com- 
mittee, National Convention, and other things of 
importance to our association, we thought best to 
pass a resolution commending your journal for the 
interest you are taking in our work. 


A Commendation 


“Moved by C. F. Hardy that inasmuch as the ‘Boot 
and Shoe Recorder’ and The Shoe Retailer have 
devoted so much space and time to the interests of our 
different associations and the shoe business in general, 
during the past year, that we, on behalf of the Iowa 
Retail Shoe Dealers’ Association, commend them for 
their work, as it has been of untold benefit to our 
craft. We feel that every shoe merchant in the 
United States should be loyal enough to the trade 
journals to subscribe and back them to the 
limit.” 

“Seconded by Ben Schulein. Carried. 


KENTUCKY FAIR PRICES 


Comments by Roger Dougherty, Secretary of 
Louisville Association 


Roger Dougherty, secretary of the Louisville Retail 
Shoe Association, in speaking of the appointment of 
Charles J. Fedler, president of the Louisville Retail 
Shoe Association, as chairman of the Kentucky Fair 
Price Commission, said: 

“They’ve got the right man for the job, but I can’t 
see where Charlie will be able to do anything for them, 
as there is no profiteering in Louisville that I know of, 
and from what I hear, prices here are lower than they 
are in many other cities. This may not be the condi- 
tion in all parts of the State, but competition is keen, 
and the small-town dealer is always fighting the mail 
order house, and competition of larger cities, with the 
‘result that he hasn’t a chance of getting unfair 
prices.” 


LYNCHBURG FAIR PRICES 


Commission Renders a Decision in Favor of 
Retail Shoe Merchant 


The retail shoe merchants of Lynchburg are not 
profiteering. 

This was the decision reached by the Lynchburg 
Fair Price Committee following an investigation into 
retail prices here, covering several days. Conferences 
were held with representatives of practically all local 
merchants, and wholesale and retail prices com- 
pared. 

The decision was reached after it was shown that 
the retail merchants have to buy their stock at much 
higher prices than formerly, and that the risks in- 
volved in fancy shoes, so much in demand at present, 
necessitates high profits to make up for losses due‘to 
changes in style. 


Not Unanimous on Fancy Style Profits 


The committee was unanimous in its decision, so 
far as staple styles are concerned, but not unanimous 
in the matter of fancy styles, the profits on which one 
member considered too high. It was shown that there 
are in the stores of Lynchburg, a large stock of shoes at 
moderate price, one merchant stating that shoes 
formerly selling at $3.50, now sell at $5, but that the 
same customer who formerly bought the $3.50 shoe, 
now buys more stylish shoes, costing $14 or $15. 
Style is first, said another, who explained to the com- 
mittee that his $15 line of shoes had been sold out 
while he still had in stock a large quantity of $10 and 
$11 shoes. 


A 50 Per Cent Margin on Staples Allowed 


Shoes for which the retail merchant pays $6 are sold 
usually at $9, the 50 per cent additional covering over- 
head expenses and profit, it was stated. It was gen- 
erally agreed by the committee that a 50 per cent mar- 
gin is not too much to add to the price of a staple line 
of shoes, but above that amount would constitute 
profiteering. 

With fancy shoes, however, the conditions are differ- 
ent. It was said that if a woman were told that a 
certain line of shoes was last year’s style, she would 
refuse to buy, preferring to take a more expensive 
pair of the latest design. One retail shoe merchant 
said that if he selected 23 styles of shoes for next 
season, the chance would be that at least three of 
those styles would not sell. 
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MEMPHIS FAIR PRICES 


Retail Shoe Merchants Present Their Cost 
Sheets for Examination 


The matter of profiteering on shoes has been under 
discussion here for some time and several conferences 
were held between the United States district attorney 
and some of the leading retail shoe merchants. The 
situation was thoroughly gone into and an effort made 
to get some sort of definite expression from the Govern- 
ment representative as to what constitutes the offense, 
which is so easy to charge and so difficult to prove. 
The attitude of the shoe merchants has been to do 
everything in their power to meet the requirements of 
the Government as to the situation and the best of 
feeling prevailed at every conference. They placed 
before the attorney their cost sheets and any other 
information needed and expressed their willingness 
to co-operate heartily. 


IN DETROIT 


J. E. Wilson Promoting a Retail Price-Fixing 
Committee 

J. E. Wilson, proprietor of the Walk-Over stores, 
Detroit, Mich., is busy with the district attorney in 
forming a Retail Price-Fixing Committee. It is the 
intention in making up this committee to have every 
class represented, including labor, the Housewives’ 
League, wholesale and retail trades, professions, etc. 





Special Car from Cleveland 


To Boston Convention for Northern Ohio Shoe 
and Leather Club 


Cleveland—The first step in arranging for the 
sending of a big group of delegates from Northern 
Ohio to the annual convention of the shoe industry in 
Boston, January 12 to 17, has been made by the 
Northern Ohio Shoe and Leather Club. 

C. K. Chisholm, one of the best known shoe mer- 
chants in this city, was appointed a committee of one 
to make the arrangements, and he already is busy 
receiving reservations. 

Approximately 30 men in the industry have signi- 
fied their intention of attending the convention, and 
it is estimated that 50 merchants alone who are 
affiliated with the club will attend the big gathering. 

Mr. Chisholm explained that a train for Boston will 
leave this city at 5.20 o’clock in the afternoon of the 
Sunday preceding the opening of the convention, and 
that this will be an excellent time to start the trip. 
A special car will be reserved on this train later. 

All men in the shoe industry in Northern Ohio who 
expect to attend the convention are requested to 
communicate with Mr. Chisholm and he will make the 
necessary arrangements for the trip. It is desired to 
have as many as possible go in a body. Conveniences 


BOOT AND SHOE RECORDER 4] 


could be obtained for the group which individuals would 
not enjoy and acquaintances formed which would be 
valuable. The discussion that always attends the 
gathering of men in a certain industry would also 
prove profitable, Mr. Chisholm explained. 





A Trades’ Club 


Committee Appointed by President Shean on 

‘ Job 

Worcester is to have a Shoe Trades’ Club. A com- 
mittee has been appointed by H. P. Shean, president 
of the Worcester Retail Shoe Merchants’ Association, 
and they are already on the job. 

A suite of rooms will be secured as permanent head- 
quarters where all meetings will be held and clubroom 
privileges accorded. It is a part of the plan to have 
sample rooms where traveling salesmen can show 
their lines. 

Worcester, to many salesmen, is a one-day town 
and by going to the Worcester Shoe Trades’ Club, 
salesmen will not only save money, but will meet. all 
of the shoe buyers of the city, for it will be a down- 
town home for shoemen. 





Exclusive Shoe Store 


Opened at Coffeyville, Kansas, by Beine and 
Meyer 

“B. & M.’’—The All Leather Shoe Store—recently 
opened an exclusive shoe store at 121 West 9th Street, 
Coffeyville, Kan. This store carries a complete stock 
of men’s women’s and children’s shoes. The proprie- 
tors are William C. Meyer and E. W. Beine. Business 
has been remarkably good since the opening day, 
November 15. 

The store is modern in every respect. The shelving 
is six feet high, thus eliminating ladders and ledge and 
enabling the salesmen to give a more efficient service 
to customers. The All Leather Shoe Store is one of 
the most up-to-date stores in Kansas. 





New Shoe Store 


Of Two War Heroes, Levine and Sacherman, 
Youngstown, Ohio 


Levine and Sacherman, who conduct one of the 
city’s new stores at 305 East Federal Street, Youngs- 
town, Ohio, have been featuring children’s shoes at 
low prices. In addition to children’s shoes they handle 
the best grades in all kinds of footwear. 

The proprietors are well-known young men who 
have recently returned from the war zone in Europe 
and have gone into business. With years of practical 
experience in the shoe houses of this city, these young 
men have entered the commercial field. well equipped 
to do business. 
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BROCKTON WELCOMES DELEGATES 


Annual Session of Walk-Over Merchants Held 
Jointly with N.S.R.A. 


The’ ‘Walk-Over Dealers’ Association and the 
George E. Keith Company are strongly urging Walk- 
Over men to attend the National Convention at 
Boston, January 12-15. The Annual Walk-Over 
Dealers’ Convention is also scheduled at this time. 
Thursday and Friday, January 15-16, are the dates 
which have already been decided upon for this latter 
event. 

The executive committee has accepted the invita- 
tion of the George E. Keith Company to meet at the 
company’s Walk-Over Club in Campello. This is a 
splendid opportunity for those who have not visited 
the Walk-Over plant to do so. The sessions will be 
held all day Thursday and Friday. The business will 
be handled under these general subjects: Opening, 
Retailing, Round Table, Advertising, Merchandise, 
Style Show and Miscellaneous. 


One Trip for Dual Purpose 


This gives the Walk-Over dealers a splendid oppor- 
tunity to make one trip answer a dual purpose—the 
attendance at the big National Shoe Retailers’ Associa- 
tion Convention and attendance at their own par- 
ticular convention. 

Sydney Stokes, secretary of the Walk-Over Dealers’ 
Association, wishes Walk-Over men to make reserva- 
tions at once through E. W. Howe, Boston, who is 
working in conjunction with J. H. Woodbury, chair- 
man of the Hotel Committee of the National, also on 
the housing proposition of the Walk-Over Convention. 
The suggestion is made that Walk-Over men 
specify whether they will attend one or both con- 
ventions. 
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Start the New Year Right 


By Attending 


Ninth Annual Convention 
of the 


National Shoe Retailers’ Association 


MECHANICS BUILDING 


January 12, 13, 14 and 15, 1920 











Lunch at Walk-Over Clubhouse 


The George E. Keith Company have made plans for 
taking care of all of the entertainment features of the 
Walk-Over Dealers’ Association, among them the 
serving of lunch at the Walk-Over Clubhouse each 
day and a banquet Friday evening at the Hotel 
Somerset, Boston. They have also made arrange- 
ments for a special train to carry members from 
Boston to the factory and back each day, also several 
other stunts which will appear as surprises later on. 


Names of Officers and Committees 


The names of the officers and committees who 
have been slected to work-on the annual convention 
of the Walk-Over Dealers’ Association are as fol- 
lows: ; 

Convention—A. A. Lazarus, Pittsburgh, Pa.; C. K. 
Chisholm, Cleveland, Ohio; C. J. Mensch, Pittsburgh, 
Pa.; A. A. Stentz, Ft. Wayne, Ind.; W. O. Jameson, 
Columbus, Ohio; Paul Jesberg, Los Angeles, Cal.; 
and Sydney Stokes, New Haven, Conn. Reception 
Committee—Geo. E. Keith, president; Myron L. 
Keith, vice-president; Oscar C. Davis, vice-president; 
W. O. Jameson, Columbus, Ohio; C. B. Fisher, 
Toledo, Ohio; J. E. Wilson, Detroit, Mich.; C. K. 
Chisholm, Cleveland, Ohio; A. A. Stentz, Ft. Wayne, 
Ind. Enrollment Committee—A. W. Lutz, St. Louis, 
Mo.; I. F. B. Lloyd, Hartford, Conn.; C. J. Mensch, 
Pittsburgh, Pa. Transportation and Reservations 
Committee—E. Warner Howe, Boston, Mass.; R. W. 
Upson, Springfield, Mass.; Walter Clarkson, Lowell, 
Mass.; C. R. Blades, Transportation Department; 
Charles E. Moore, general superintendent; Harry 
Mackinnon, Store Service department. Entertain- 
ment Committee—The members of the Geo. E. Keith 
Company. 
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TWO SPECIAL CARS 


Coming from Detroit—Will Join Big Train from 
West 


A large number of merchants have indicated their 
intention to attend the National Convention in Bos- 
ton. J. E. Wilson, president of the Michigan State 
Association, is untiring in his efforts to secure a 
representative attendance. Large numbers of letters 
and appeals have been sent out and the results from 
these are encouraging. 

One merchant expressed the thought in this way: 
“Why, it will not pay me to stay away.”” That is the 
better way of putting it. “It will pay me to go,” 
while saying the same thing, is not so strong a 
statement. 

It is expected that there will be a large enough 
number go to the convention to fill two special cars. 
It is the intention to attach these to 
the special train of Western mer- 
chants as it passes through Detroit. 
This will give the Detroit delegation 
an opportunity to meet the Western 
merchants and become acquainted 
with them. 


IOWA IS BOOSTING 


1920 Convention—Remarks from 
Secretary Nebe 





F. M. Nebe, secretary-treasurer 
of the Iowa Retail Shoe Dealers’ 
Association, with headquarters at 
Atlantic, Ia., states that his associa- 
tion hopes to have at least 30 to 50 
merchants from Iowa in attendance 
at the big Boston Convention. 
Mr. Nebe writes: “If the shoemen 
of our State could only be made to 
realize what the State and the National Associations 
have done for them during the past two years, we 
would have 100 at Boston and 500 at Des Moines in 
March.” 

Mr. Nebe will be one of the leaders of the delegation 
from his State. 


THE WELCOME SIGN PREPARED 


Lynn Manufacturers Are Preparing for the Big 
Convention 

Lynn is getting the welcome sign ready to hang 
on the front door. It will keep open shop to buyers 
who visit Boston market in January. 

Shoe men who come to Lynn can see shoes in the 
making, and can discuss styles to be made. They 
can do so to their heart’s content, and to the fatness of 
their purpose, for he who sees, and knows what he 
sees, profits abundantly. ’ 
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FROM THE OHIO VALLEY 


Harry McLaughlin of Potter Shoe Company, 
Cincinnati, A Booster 


At present Harry McLaughlin of the Potter Shoe 
Company, Cincinnati, is actively engaged in working 
up a large attendance of the Ohio Valley Retail Shoe 
Dealers’ Association at the National Convention. 
The Middle West expects to be well represented. 


COME ONE! COME ALL! 


Lynn Has Many Things to Show the Visiting 
Buyers 


Greetings from Hon. Walter H. Creamer, chief 
magistrate of Lynn: 

“To you, gentlemen of the shoe trade, about to 
visit the great Boston market, aré these greetings 
extended. 

“The whole-hearted greetings of a 
shoe man are they. Mr. Creamer 
made shoes, and sold them, traveling 
on the road like a thousand other 
salesmen, before he became mayor. 

“Lynn will show to you, gentle- 
men of the shoe trade, such things 
as these: 

“A hundred shops, all as busy as 
bee hives, making shoes. 

“One of the largest electrical plants 
in the world. 

**A shoemaker who can stitch 1,000 
pairs of shoes a day on a Goodyear 
machine. 

“The shop of Thomas Lye, a 
cordwainer of a century ago, with its 
quaint lasts, patterns and work bench. 

“One of the finest ocean boulevards 
in the world. 

‘A shop that produces ten pair of shoes per worker, 
or twice the average production. 

‘“‘A shoe expert who can name every bone of the 
foot, as well as every part of a shoe. 

“‘And, of course, some of the very nicest shoes for 
women, misses and children.”’ 


FROM INDIANAPOLIS 


C. H. Crowder and Many Other Merchants Plan 
to Attend . 


C. H. Crowder, president of the Crowder-Cooper 
Shoe Company of Indianapolis, Indiana, reports that 
many local members of the trade are planning to be in 
attendance at the meetings of the National Shoe 
Retailers’ Association Convention, January 12 to 15. 
Mr. Crowder intends to arrange his 1920 Eastern 
trip so that he will be in Boston for the convention. 

Elmer B. Davis, manager of the shoe department at 
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the L. S. Ayres & Co. store, is another Indianapolis 
man who is making active preparations to attend the 
National Convention. -Mr. Davis will remain in 
Boston after the convention to attend a meeting of 
buyers. 


COMING TO BOSTON 


J. E. William Prescott, Secretary-Treasurer, 
Iowa National Shoe Travelers’ Association 


J. E. Wm. Prescott, secretary-treasurer of the lowa 
National Shoe Travelers’ Association, with head- 
quarters at Des Moines, and who acts as the “Re- 
corder’”’ correspondent from Iowa, writes that he 
anticipates coming to Boston for the purpose of at- 
tending the big convention of the N. S. R. A., Janu- 
ary 12 to 15. 


FROM NEW ORLEANS 


A Group of Live Wire Shoe Merchants Will 
Attend 


At a recent meeting of the New Orleans Shoe 
Retailers’ Association, the matter of electing delegates 
to attend the Boston Convention was discussed. 

Among those who signified their intention of at- 
tending the Boston Convention were: I. R. Jacobs 
and Earl Jacobs of the Walk-Over Store; George W. 
Hegan, of Marks Isaacs Company, Ltd.; Ralph 
Levy of Porkony Chain of Stores; Rene Robert of 
Leon Godchaux Company, Ltd.; Phil Schiro of Schiro, 
Incorporated; Sol Sterr of Maison Blanche Company, 
Ltd.; Robert Gallegley of D. H. Holmes Company, 
and a number of others. 


FROM HEADQUARTERS 


“Sell the 1920 N. S. R. A. Convention to All 
Eligible to Attend”’ 


W. W. Willson, general chairman of the 1920 
National Convention Committee, is sending out a 
convention booster letter to every vice-chairman and 
committee chairman, urging all to give prompt replies 
and full information to every inquiry or letter received 
from retail shoe merchants and manufacturers regard- 
ing the convention. All are advised to take advantage 
of these letters of inquiry, and to ask the retail shoe 
merchant, the manufacturer and the wholesaler to, 
in turn, help boost the convention. 

Mr. Willson says, ‘Sell the 1920 National Shoe 
Retailers’ Convention to everyone eligible to attend, 
either in writing or by word of mouth.” 

Arrangements for increased stenographic services 
at headquarters have been made and the committee 
is urged to use this service for Convention Committee 
work whenever they wish, as in the words of Mr. 
Willson, “‘Nothing is more important to the success 
of a business and likewise to this convention work than 
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to answer letters promptly and get everything moving 
at a rapid pace.” 


BIG DISPLAY 


Milwaukee Shoe Manufacturers Will Make Ex- 
tensive Showing 

Milwaukee shoe manufacturers will make an ex- 
tensive showing at the Boston Convention. 

The Milwaukee Shoe Sales’ Association is working 
with the Milwaukee Retail Shoe Dealers’ Association 
to land the 1921 convention for Milwaukee. Folders 
exploiting Milwaukee as an ideal convention city are 
being distributed to retail shoe merchants throughout 
the country by the secretaries of the different State 
organizations. 

The Milwaukee Shoe Sales Association is exten- 
sively advertising the Milwaukee market in the 
different shoe trade publications. Milwaukee shoe 
manufacturers who will exhibit at Boston are: Harsh 
& Chapline Shoe Co., Weyenberg Shoe Manufactur- 
ing Co., Albert H. Weinbrenner Co., Ogden Shoe Co., 
Luedke, Schaefer, Buttles Co., Edmonds Shoe Co., 
Menzies Shoe Co., F. Mayer Boot & Shoe Co., Nunn, 
Bush & Weldon Shoe Co., Beals-Pratt Shoe Co. 


KEYSTONE STATE BOOSTERS 
Urge Attendance at Convention in Special 
Bulletin’ 

The Pennsylvania Shoe Retailers’ Asso.‘ation has. 
issued a Special Bulletin from the office of the secre- 
tary, George M. Garman, Philadelphia, in which it 
urges attendance at the convention, as follows: 


ARE YOU GOING TO THE BIG BOSTON CON- 
VENTION? IF NOT, WHY NOT? 

Don’t you know that the few days spent at the 
National Convention of the National Shoe Retailers’ 
Association of the United States of America, Inc., 
from January 12 to January 15, 1920, will be of the 
greatest benefit to you and all other shoe retailers? 

You will learn more about retail shoe selling and of 
new ways to advertise and display shoes than you 
ever knew or though: of. There will be addresses by 
some of the brightest men in the retail shoe trade,’and 
attendance cannot fail to benefit you and help you in 
increasing sales and making your present business 
more profitable. 

You will get new ideas of shoe retailing—lots of 
them. Better make up your mind to go to Boston, 
and write today for your hotel reservations. 


Evening Functions 
The Entertainment Committee of the 1920 Con- 
vention announces the following program: 
Monday night, “Pop Concert”; Tuesday night, 
“Style Show”; Wednesday night, “Surprise Night” ; 
Thursday night, “Banquet and Grand Ball.” 























Dec. 6, 1919 





HE object of every man who embarks in the 
shoe business is to make a profit. To profitably 
employ his time and his capital. 

It frequently happens that a part of a merchant’s 
time can be more profitably spent outside of his store 
than inside of it. During the early months of 1919, 
shoe merchants generally placed the bulk of their 
orders for Fall shipment. During the week of July 7 
several hundred dealers of the Middle West attended 
the Chicago National Shoe Exposition, and by coming 
in contact with the salesmen representing the 150 
lines of shoes on display, learned that prices in the 
meantime had advanced from 25 to 35 per cent. By 
mingling with the other merchants whom they met 
they learned how to change conditions to their own 
profit. 

This was especially true of dealers in the smaller 
cities and towns who do not come in contact with mar- 
ket conditions every day as does the big city merchant. 


Armed with the information gained at the July 


exposition, hundreds of merchants went home in far 
better condition to meet the problems which are now 
confronting them. The expense of time and money 
entailed in visiting the exposition is infinitesimal com- 
pared with what they gained by contact with manu- 
facturers, shoe travelers and fellow merchants. 


Contact with Merchants Profitable 


These are unusual times; changes and developments 
are coming thick and fast. If a merchant does not 
have in mind the buying of a single pair of shoes he 
cannot afford to miss the contact with other merchants 
and other interests in the shoe industry which will be 
presented to him at the forthcoming Chicago National 
Shoe Exposition to be held at the Palmer House, 
January 5 to 11, inclusive. 


New Lines and New Opportunities 

During the July Exposition, many merchants 
formed valuable connections with new lines. In many 
instances factories and wholesalers from whom: they 
had formerly bought certain lines were unable on ac- 
count of oversold condition to supply their needs. In 
some instances merchants found other lines to replace 
certain others that had not been entirely satisfactory 
for his class of trade. In some cases after looking 
over various lines, merchants convinced themselves 
that the lines that they were handling were better 
adapted to their trade than anything else which they 
saw in similar grades and consequently went back 
home with a stronger feeling of confidence in the 
shoes which they had purchased. 
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It Will Pay You to Come to Chicago 


By RALPH STADEKER 
Chairman Publicity Committee, Chicago National Exposition, Palmer House, January 5-11 


The Chicago National Shoe Exposition is being 
conducted under the auspices of the Chicago Shoe 
Travelers’ Association to supply a need of the retail 
merchants of the country. 

It is a merchants’ show, so pack your grip and come 
to Chicago, January 5 to11,and profit thereby, as did 
the hundreds of merchants who attended the exposi- 
tion last July. 


Chicago National Shoe Exposition 


To Be Held at Palmer House, January 5-10 
—List of Exhibitors 


600 Outing Shoe Co., Boston, Mass., E. F. Knight. 

602 Menzies Shoe Co., Milwaukee, Geo. L. Lester. 

604 Morse & Burt Shoe Co., New York, Geo. H. Lambert 

606 Midwest Shoe Co., Minneapolis. 

608 Lunn & Sweet, Auburn, Maine, J. A. Jackson. 

610 Flexible Shoe Co., Chicago. 

612 Dearborn Rubber Co., Chicago. 

614 Webber Bros. Shoe Co., North Adams, Mass., Geo. 
Harris. 

616 Sidwell-DeWindt Shoe Co., Chicago. 

618 Smith Wallace Shoe Co., Chicago. 

620 Upham Bros., Stoughton, Mass., Thos. Daly. 

621 A. Palan Shoe Co., St. Louis, Sam Shupack. 

622 Columbia Overgaiter Co., Chicago. 

623 Irving Drew Shoe Co., Portsmouth, O., Daufke Bros. 

624 H. F. Malott Shoe Co., Chicago. 

625 Hallahan & Sons, Philadelphia, Pa. 

626 J. E. Tilt Shoe Co., Chicago. 

628 Tweedie Boot Top Co., St. Louis, Frank Mahler. 

629 F.M. Hoyt Shoe Co., No. Manchester, W. M. Hootkins. 

631 Hamton Shoe Co., Chicago. 

627 National Shoe Co., Chicago, Sam Solomon. 

634 Hecht Fixture Co., Chicago. 

635 Stanwear Shoe Co., Chicago. 

636 Lewis A. Crossett, Inc., North Abington, B. B. Wil- 
liams, J. L. Pinkstaff. 

637 Emery-Marshall Co., Haverhill, J. B. Laughlin. 

638 Thompson Bros., Brockton, Dave Davis, Joe Kalisky. 

639 H. M. Husk Shoe Co., Chicago, III. 

640 G. E. Harrison Shoe Co., Chicago. 

641 Krohn Fechheimer Co., Cincinnati, Lou Browa. 

642 Manss Shoe Co., Cincinnati, Fred Earl. 

643 Slater & Morrill, So. Braintree, Leo Porges. 

645 Harrisburg Shoe Co., Harrisburg, E. A. Gassen. 

648 Irving Drew Co., Selby Shoe Co., Portsmouth, Chas. F. 
Heer. 

650 Hervey E. Guptill, Haverhill, A. H. Hopkins. 

652 Beacon Falls Rubber Co., Beacon Falls, Conn. 

654 Nathan D. Dodge Shoe Co., Newburyport, M. C. 

Oberdorfer. 

656 Commonwealth Shoe and Leather Co., Whitman. 

660 Marion Shoe Co., Marion, Ind., J. B. Richardson. 

662 McElroy Sloan Shoe Co., St. Louis, Sam Price. 

679 A. B. Umphrey. 

680 N.B. Thayer & Co., Inc., Rochester, N. H., Holloway 
& Curtis. 
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Hamilton Brown Shoe Co., St. Louis, J. M. Hock- 
smith. 

O’Donnell Shoe Co., St. Paui, J. Wurmser. 

Excelsior Shoe Co., Portsmouth, H. L. Ware. 

Roberts Johnson & Rand, St. Louis, Goetz Bros. 

James Clark Leather Co., St. Louis, H. F. Brune. 

Overland Shoe Co., Chicago, J. Braude. 

Homan-Hughes Co., Cincinnati, Challis. 

Steinbrecher Mfg. Co., Chicago. 

Novelty Shoe Mfg. Co., Chicago. 

United States Rubber Co., Chicago. 

A. H. Colmary & Co., Baltimore, J. J. Fisher, 
E. E. Sullivan. 

Geo. C. Sells, Chicago. 

W. B. Coon Co., Rochester, N. Y., W. B. James. 

Reynolds, Drake & Gabell Co., North Easton, Mass., 
Fred McGiffin. 

Fiske Shoe and Lea. Co., Cambridge, Mass. 

Decorators Supply Co., Chicago. 

Rice & Hutchins, Inc., Boston. 

Curtis Leger Fixture Co., Chicago. 

Levie Shoe Co., Chicago. 

Stonefield Evans Shoe Co., Rockford, Sam Patthey. 

Thompson Ehlers Co., Chicago. 

S. Freehling & Son, Chicago. 

F. B. Kirkendahl & Co., Omaha, E. M. Lendsay. 

Arrowsmith Mfg. Co., Chicago. 

Rich Shoe Co., Milwaukee, Harry Rose. 

Chicago Spat & Legging Co., Chicago. 

Faust Shoe Co., Chicago. 

Chicago Specialty Shoe Co., Chicago. 

J. J. Latteman Shoe Mfg. Co., Brooklyn, F. B. King. 

H. F. C. Dovenmuehle & Son, Chicago. 

Little Chick Shoe Co., Chicago. 

Harper & Kirschten Shoe Co., Chicago. 

Weyenberg Shoe Mfg. Co., Milwaukee, S. G. Witt, M. 
Melman. 

Boyd-Welsh Shoe Co., St. Louis, Geo. Schaetke. 

Marathon Shoe Co., Wausau, Wis., A. H. Pentler. 

Thomson-Crooker Shoe Co., Boston, Belford C. Jones. 

H. B. Tucker Shoe Co., Chicago. 

Tucker & Hagen, Chicago. 

Duane Shoe Co., New York, Chas. G. Cooper. 

Converse Rubber Shoe Co., Chicago. 

M. E. Williamson. 

A. E. Nettleton Co., Syracuse, Ross King. 

E. P. Reed & Co., Rochester, Ralph Staedaker. 

Groves & Rood, Chicago. 

Diamond Shoe Co., New York, W. M. Koblens, A. M. 
Fulton. 

A. J. Bates Chicago Co., Chicago. 

E. T. Wright & Co., Inc., Rockland, A. W. Donovon. 

C. W. Marks, Chicago. 

Onli Wa Fixture Co., Dayton. 

The Holters Co., Cincinnati, Ben Davis. 

Ideal Legging Co., Chicago. 

Whitcomb Shoe Co., Haverhill, Mass. 

Krippendorf-Dittman Co., Cincinnati. 

J. P. Hartray Shoe Co., Chicago. 

W. Sumner Smith, Chicago. 

Selz Schwab & Co., Chicago. 

Guthmann, Carpenter & Telling, Chicago. 

P. Cogan & Son, Stoneham, Mass., John Goebel. 

Daniel Green Felt Shoe Co., Dolgeville, N. Y., F. A. 
Eldredge. 

Algier Shoe Mfg. Co., Brooklyn. 

T. D. Barry Co., Brockton, Geo. Bertman. 

Florsheim Shoe Co., Chicago. 

A. S. Kreider Co., Chicago. 
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Sinsheimer Bro. Co., Chicago. 

J. W. Carter Chicago Co., Chicago. 

Goodrich Rubber Co., Chicago. 

Huntington Shoe & Leather Co., Huntington, Ind. 

Plant Bros. & Co., Manchester, N. H., H. B. Rosenthal. 

Pontiac Shoe Co., Pontiac, Ill., J. E. Legg. 

Merrill Porter & Co., Lynn, A. Percy Wilson. 

Ralston Health Shoe Co., Brockton, V. E. Desnoyer. 

Helming McKenzie Shoe Co., Cincinnati, J. E. Bouwan. 

G. E. Lippman Shoe Co., St. Louis, G. E. Lippman. 

Maurice Gluck, Chicago. 

Vinsonhaler Shoe Co., St. Louis, R. R. Hyde. 

Burley & Stevens, Inc., Newburyport, Mass., A. 
Rosenberg. 

Goodyear Tire and Rubber Co., Akron. 

F. Mayer Boot & Shoe Co., Milwaukee, L. Weinberger. 

Riley Shoe Co., Columbus, M. P. Bringardner. 

Cotter Shoe Co., Boston, W. A. Barney. 

Beals-Pratt Shoe Co., Milwaukee, E. J. Pierce. 

Chas. K. Fox, Inc., Haverhill, Cc. J. Riedholm. 

Nature Tread Mfg. Co., Chicago. 

W. H. McElwain Co., Boston. 

Shaft-Pierce Shoe Co., Faribault, Minn. 

Mrs. A. R. King, John H. Cross, Inc., Clarence Arnold- 
Howard Lotspiech. 

Aspley Rubber Co., Chicago. 

R. E. McDonald, Boston, Chas. Heilbrun. 

Menihan & Co., Rochester, Frank J. Satek. 

A. M. Legg Shoe Co., Pontiac, C. H. Ebert. 

Carlisle Shoe Co., Carlisle, Fred Wendt. 

Chicago Shoe Specialty Co., Chicago, C. H. Stemmens. 

Pedigo Weber Shoe Co., St. Louis, M. W. Sheiff. 

Clapp & Tapley, Danvers, W. Daley. 

The Dalton Co., Brockton, E. B. Slocum. 

W. Greilich & Sons, Brooklyn, M. E. Hattenback. 

W. L. Douglas Shoe Co., Brockton, Ross R. Meyer. 

Rindge, Kalmbach & Logie, Grand Rapids, Chas. 
Lathrof. 

Emerson Shoe Co., Chicago. 





Army Shoe Stores 


Government Rounding Up Purveyors of Inferior 
Articles —Speculation Enormous 


The Government is gradually rounding up the pur- 
veyors of so-called ‘“Army”’ shoes in New York. The 
side streets and Seventh Avenue, in the vicinity of 
34th Street, have been filled with small shops handling 
alleged Army footwear at prices under $5 a pair. 
Several of the leading department store shoe buyers 
say they have been approached by persons who had 
great quantities of such shoes to sell.at a price. The 
speculation in Army last shoes is said to be enormous. 
Many people who knew nothing of the shoe business, 
believing that the returning soldiers would stick to the 
Army last when they were discharged from service, 
took “‘fliers” in shoes of this type. The expected de- 
mand failed to materialize. In most cases, ex-service 
men are rushing for narrow-toed and stylish footwear 
as rapidly as possible. Some of these surplus Army 
last shoes of cheap make with loosely nailed soles have 
been sold to exporters. The quantity available is still 
large, but the speculators are finding it difficult to get 
rid of their holdings. 
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How Much Should a Retail Store Spend for 
Advertising ? 


Five Different Methods Presented from a Knowledge of 250 Establishments 
in Thirty Different Lines---Attractiveness and Brevity Important 


i OW much should you spend for advertising?— 
How should you estimate and figure your 
appropriation? What forms of advertising 

should you use? These, and several other angles were 
discussed by Jesse M. Joseph, proprietor of the 
Jesse M. Joseph Advertising Agency of Cincinnati, in 
his address ‘How Much Should A Retail Specialty 
Store Spend For Advertising” to the members of the 
Advertisers’ Division of the Milwaukee Association 
of Commerce. The meeting was the best attended 
of any ever staged by the association, business men of 
every line of retail selling being present, who un- 
doubtedly gained much valuable informatior from 
the address, which reads in part as follows: 


Modern Advertising a Science 


“Advertising nowadays is a science. It is based 
upon logic and psychology; common sense and true 
business information. There is no ‘hokus-pokus’ 
about it and there is no question as to its ultimate 
result. I do not mean to say that if a firm advertises 
it is sure to succeed, nor do I mean to assume that a 
firm which does not advertise must fail—but knowing 
as well as we do that successful firms do advertise, it 
seems self evident to me that the proper kind of 
publicity will help any firm in any line of business to 
make more certain of its ultimate success. 


An Investment of Expense 


“In all my experience,” said Mr. Joseph, “no one 
yet has ever asked me how much shall I spend for 
advertising—they always say—How little dare I 
spend on advertising to make it pay? In other 
words, if you are to do any advertising, will it prove 
an investment or another added expense? 

“Tn all my experience, during which time I have had 
to show results for something like 250 retail stores in 
some 30 different lines of business, I have come into 
contact with five different methods used in de- 
termining HOW MUCH TO SPEND for advertising, 
with varying success. I am going to place them all 
in front of you and point out their weak points. 

“For want of a better name, we will call the first 
method—‘THE RENT BASIS’. 

“Most merchants pay rent—some play ‘auction’. It 
might seem queer to you that a merchant should 
arbitrarily set aside an amount precisely equivalent 
to his rent each year for publicity. 
But let me tell you that the merchant who thinks as 


It is ‘queer! . 


mucb of his advertising investment as he does of his 
real estate investment will surely get somewhere 
because he is started on the right road towards mak- 
ing his store agreeably known to his prospective cus- 
tomers. For example, if you will bring before your 
mind’s eye the various retail stores of your acquaintance 
and try to estimate their advertising expenditures 
you will find quite a number who spend approximately 
the same amount for advertising as they do for rent— 
but from a scientific standpoint ‘rent is rent’ and 
‘advertising should be advertising’. The landlord 
fixes the rent but your volume of business, your 
margin of profit, your methods and your policies are 
the only proper basis for figuring your appropriation. . 
The amount of your rent is invariable, according to 
your leasehold—but the amount of your advertising 
varies each year. 

“First of all rent represents an appropriation with- 
out regard to data or conditions. If a man is starting 
in business and has no data of his own; or if he con- 
ducts that kind of a store which merely requires an 
arbitrary sum to be laid aside for good-will—that man 
may find by ‘blind luck’ and coincidence that the 
equivalent of his rent judiciously used is precisely 
the sum he should have spent, but there are many 
outside influences which might materially change his 
fixed basis, for instance— 


Influences Changing Figuring Basis 

“First—suppose the trend of trade is in another 
direction and he holds a long, expensive lease on his 
location. 

“Secondly—suppose the street cars have been re- 
routed, causing certain localities to improve won- 
drously and others to deteriorate materially. 

“Suppose a new or old competitor should begin 
to advertise extensively and with exceptionally good 
merchandise. 

“Suppose your location should be vastly improved 
by a boom in population or an influx of transients or 
permanent traffic past your door. 

“The appropriation based upon your rent may be 
far too small for the volume of business which might 
be done if you increased ‘it. 

“On the other hand, I have in mind a company 
operating a chain of 240 stores. Suppose they paid 
$50 a month rent for each store on an average and 
figured their advertising appropriation on their rental 
basis. ‘They would be spending $12,200 per month or 
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nearly $150,000 a year, which would be far in excess 
to what they should spend. So you see the rental 
basis may be all right as a guess under certain condi- 
tions but will not answer as a definite basis for plan- 
ning your advertising appropriation. 

“Let us turn to the second method, which we will 
call THE DISCOUNT METHOD. 

“Some merchants, particularly among large op- 
erators, set aside trade discounts for advertising. 
These firms might also obtain an allowance from in- 
dividual manufacturers whose particular merchandise 
they handled, to be able to reduce their own adver- 
tising appropriation to a very insignificant percentage 
of their volume. But herein is where this method also 
fails. 

“Firstly, because the question of manufacturers’ 
allowances for advertising is a poor one and open to 
endless debates on either side. 

“Secondly, an additional discount for quantity 
order invariably tempts a merchant to over-buy. 
Statistics show that more than 50 per cent of the re- 
tail establishments have failed before they were five 

-years old because of one reason—‘Over-buying.’ 

“The third method often-times used might be 
called the SPASMODIC METHOD. 

“T sometimes call this the ‘Spontaneous Method’ 
because like spontaneous combustion it is liable to 
go off at any time. We find it usually in ‘one man 
businesses.’ The boss runs the business—he sleeps, 
lives, eats and thinks nothing but his business. 
He plans no advertising work and works no advertis- 
ing plan. He pays his advertising man for what he 
knows but doesn’t let him know anything. The ad 
man must furnish so many inches of copy at so much 
per week. If the ads pull it is the ‘merchandise’ 
and if the ad does not pull it’s due to a ‘poor ad man’. 
Many a live, prospective advertiser has been eternally 
soured on advertising by just such methods. 


**The Last Year’s Record Method’’ 


“This method is frequently used after a merchant 
has a profitable year. If the results were unusually 
good, the self same percentage is appropriated for 
another year’s advertising. Is it a good method? 
NO! Because last year may have been an entirely 
different year from what next year will be, and second- 
ly, because it assumes precisely the same basis as the 
‘Rental Method’ inasmuch as it is arbitrary without 
making allowance for conditions which will probably 
happen during the year. 

“Now let’s see what a combination of a reasonable 
part of all these methods affords, and let’s call it the 
SAFETY FIRST OR COMMON SENSE METHOD. 

“While it is not perfect it can be carried out in de- 
tail as far as you care to go. This is the definition. 

“Take your average increase in the volume of your 
sales percentage for the past five years, ascertain the 
average cost of your advertising for those five years in 
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percentage, add your average increase of volume onto 
your last year’s volume of sales for next year. Take 
your average percentage of advertising on this 
estimate and you will have an approximate basis 
for your advertising appropriation for the coming 
year. Asa more concrete example— 


“Here is your sales record: 





Year Volume of Sales Percentage Increase 
Est.—1913 $100,000 
1914 $114,000 14% 
1915 $134,000 17.5 
1916 $149,000 11.2 
1917 - $165,000 10.7 
1918 $176,000 6.6 
21,120 12% 
1919 $197,120 


“Your average percentage of increase in sales for 
the past five years being 12 per cent, it seems reason- 
able to assume that next year will likewise show a safe 
12 per cent increase. In this case it would mean 
$21,120 or a total of $197,120, as an estimate of your 
volume for 1919. 

“Now in order to estimate the advertising ap- 
propriation do likewise: 


Year Amount Percent 
1914 $6,840 6 
1915 7,370 a0 
1916 5,215 EO 
1917 8,250 5 
1918 7,040 4 
1919 7,884 4 


“Hence, your advertising for the past five years 
represented an expenditure of 4 per cent of your total 
sales, and only seems reasonable to assume that they 
can safely figure on a 4 per cent basis of estimated 
sales for next year, which would be $7,884. 


Retail Stores Should Spend 75 Per Cent of Ap- 
propriation in Newspaper 

“Now as the expending of this appropriation, which 
however is somewhat governed by the location, store 
policy, etc., I recommend that at least 75 per cent of 
the whole advertising appropriation of retail stores 
be used in the newspapers. 

“In the first place,” said Mr. Joseph, “newspapers 
reach your active customers, including such transient 
customers as are in the city. Secondly, a newspaper 
ad is very elastic. It can be changed at short notice 
and is capable of many variations of form. Thirdly, 
the tangible results of such advertising can be com- 
puted within twenty-four hours after the appearance 
of the ad. Fourthly, a newspaper is one of the only 
forms of advertising which is not given free to the 
prospective customer whom you wish to reach. In 
other words, a man buys his paper and what he pays 
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for he takes more seriously than what he does not pay 
for. 

“There are other media also which should not be 
overlooked,” said Mr. Joseph. “A certain amount of 
direct-by-mail advertising should be done by every 
firm. Programs, souvenirs, bulletins, outdoor signs 
and moving picture theatres are also good forms of 
advertising to a limited extent.” 


Weekly Cost Per Person Reached 3-100 of Cent 


R In Milwaukee, Mr. Joseph pointed out that local 
merchants can reach 540,000 readers of Milwaukee 
newspapers for $153 per week, giving a minimum of 
fourteen inches of advertising in every one of the 
local papers for forty-one weeks for $6,270. The cost 
to a merchant of reaching one person with all the 
newspapers for one week is only three one-hundreds 
of a cent, and this is a conservative estimate based 
on the supposition that each copy of a paper is read 
by only one person, instead of three to five as fre- 
quently figured. 

“Remember always that advertising which does 
not attract attention and therefore is not read, is 
poor advertising. That is one of the reasons why an 
illustrated ad is better than a typographical ad. 

“Brevity, which includes the headline and copy 
in your ad, is worth 15 per cent of its entire pulling 
power, as the average person will devote no more 
than ten seconds to the average advertisement. Get 
your advertising copy above the AVERAGE,”’ said 
Mr. Joseph in conclusion. 





Test of Ad-Values 


Asking the Customer for Advice. on Newspaper 
Publicity 


Byck Brothers, of Louisville, on the last of 
October, mailed out postal cards to all charge cus- 
tomers with their statements, and direct to cash 
customers, asking them to check the names of the 
newspapers read, so that the company could secure a 
line on duplication of advertising, thereby better 
knowing where to place its greatest advertising efforts 
for new business and for reaching regular customers. 
The face of the postal read as follows: 


PLEASE FILL THIS OUT—THEN MAIL IT TO US 


Witt youdousafavor? We, aslarge usersof advertising 
[space, are anxious to know what daily papers our cus- 
tomers read. So if you will kindly check the correct spaces 
below, showing the papers that you read regularly, we will 
certainly appreciate it, and treat it entirely confidential. 














Daily Please mark with X in 
Ties ( ) the proper spaces 
eae | ) Sunday 
Herald ae Fe ) Herald ieee 
Courier-Journal . ( ) Courier-Journal . ( ) 
Anzeiger ( ) Amszeiger ... ( ) 
PES Scisl id dole ARERR anaes ceeded. 
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Twenty-Year Boots 


Made by Mooney Shoe Shop, Wheeling, West 
Virginia 

Recently an aged West Virginia farmer came into 
the Mooney Shoe Shop at Wheeling, West Virginia, 
and presenting a pair of boots said to Mr. Mooney: 
“T would like to have these boots patched. Your 
father made them for me twenty years ago and they 
need a little fixing.” 

Mr. Mooney took charge of the boots and seeing 
that the farmer was really in earnest started to in- 
vestigate. Upon examination he found that the 
boots were really of the old type and that they had 
been made years ago. The soles and heels were.put 
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THE SPORTS OF AUTUMN 


In a Pair of Fine Riding Boots Miss Muriel Bliss Takes 
a Difficult Jump on Her Pony at the Norfolk Hunt Club 


on with wooden pegs, as of old, and they showed the 
marks of age, but were otherwise in good condition 
and looked as if they would be able to stand many 
more years of usage. The leather was in a fair state 
of preservation and the aged man stated that he had 
oiled them many times and used them constantly for 
approximately twenty years. 





Through Conservative Policy 


The Boot and Shoe Workers’ Union Has Been 
Successful 

The Boot and Shoe Workers’ Union’s conservative 
policy is winning out in the shoe industry by leaps 
and bounds. There has been a gain of 10,000 mem- 
bers since June 1, and the receipts of $65,000 for 
November were the largest in any single month in the 
history of the Union. Three years ago the November 
receipts, then the record, were $17,000 below this 
amount. 
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Wholesale Thefts of Shoes 


More Than $100,000 Involved in Four Months’ 
Stealing 


Syracuse—One of the most far reaching con- 
spiracies, involving the theft of more than $100,000 
worth of boots and shoes, is revealed in the in- 
vestigations of the police in this part of the state. 

The goods, mostly ladies’ shoes, consigned to places 
nearby, were stolen from cars of the Pennsylvania R. 
R. Company at Elmira, Corning, and Geneva, N. Y. 
The Geneva police working with railroad detectives 
uncovered the wholesale thefts. 

In an Auburn store the police found a large quantity 
of stolen goods and took into custody an Auburnian on 
an open charge. This man is said to have revealed the 
names of co-conspirators, and declared that an 
organized gang for the looting of freight cars was 
operating in this part of the state. The gang was 
planning to open eight or ten shoe stores in as many 
Central New York Cities, securing their stocks from 
looted cars. The plan of theft according to the man 
in custody was for the thieves to climb on the end of 
the freight train until they reached the car containing 
shoes, and then enter it by using a rope. The cars 
were broken into and the goods unloaded into waiting 
automobiles. The thieves then came back the same 
way as they reached the car. In this way they left 
no footprints, and it was only by the merest chance 
that the first clue was obtained. There were six men 
in the gang. 

According to the police the gang has been operating 
three or four months and in that time has stolen 
more than $100,000 worth of boots and shoes. 





Profit Earns a Profit 


An Instance Showing How $1 Earns 16 Cents 
Annually 


Turning stock more often is a means of making 
profit earn a profit. An instance of it is found in 
the case of a Lynn shoe firm. 

This firm sells to a selected list of customers. 
Bills are settled promptly by the customer. So the 
manufacturer has cash with which to settle his bill 
promptly. 

He discounts his bills. He figures that he saves 
four cents on every dollar by discounting his bills. 
He turns his stock four times a year. So he gets 
four discounts each year. Four discounts, at the 
rate of four cents on a dollar each, total to 16 cents for 
the year. 

That is a profit of 16 percent on the money. It is 
profit on the active working capital. 

In this particular instance, the buyers get the 
benefit of the saving by the manufacturer. He prices 
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his shoes comparatively low, for prompt payment 
sales. 

The instance may encourage those shoe merchants 
who are planning to turn their stock four or five times 
instead of two times a’ year. : . 





Has Knitted 6,000,000 Pairs 


A Stocking Maker of Ipswich Claims the 
Record for Production 


Speaking of that all important matter of keeping 
up the production, George Bodwell, of Ipswich, 
Mass., claims the record production of hosiery. 

He has knitted stockings for 40 years, and he 
figured that in all that time he has knitted 6,000,000 
pairs. 

He operates 16 machines. He keeps them in first 
class condition. He inspects every stocking that 
comes from his machines. 

He takes pride in the quality of his product, as 
well as in the quantity. He puts in overtime work ‘to 
make sure that his machines are always in first class 
operation. 





A Fitting Tip 


Larger Shoes Over Woolen Hose, and Smaller 
Shoes Over Silk Hose 


Woolen stockings, now popular, increase the 
measurements of the foot all over, at the bal, and 
instep and heel, as well as in length. So fitjthe shoe 
larger. If in doubt, give the customer the benefit of 
the larger size. Shoes that are short fitted out- 
number shoes that are over-fitted about nine to one. 
So there’s not likely to be much real harm done by 
fitting the shoes too large. Yet when making up the 
size schedule for next Spring and Summer, bearfin 
mind that it takes a smaller shoe to fit a silk stockinged 
foot than it does to fit a woolen stockinged foot. 





Bottom Stock 


Thrifty Shoe Manufacturers Using a Good 
Quality , 
The bottom stock in a pair of shoes today costs as 
much as did a popular pair of shoes before the war. 
Some of the best selections of cut soles are today 
worth as much per pair as were a pair of shoes a 
generation ago. 
People are considering the wearing qualities \of 
shoes these days of high price footwear. It is on the 
bottom stock that most of the wear comes. So manu- 
facturers are putting as good bottom stock into their 
shoes these days as the grade will stand. 
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Foot-binding de Luxe 
(Paris Photograph) 


*“*French’’ 
Last Is 


Freakish 


BOOT AND SHOE RECORDER 51 





One Inch and Half Inch Vamps 
(Paris Photograph) 


Opposed to French Last 


More Criticism on the Un-American Last in Mid-Season 


“French toe” lasts. A letter written by 

W. E. Brelsford of the Payne Shoe Com- 
pany to A. H. Geuting, Philadelphia, president of 
the National Retailers’ Association, is expressive in 
this opinion. 

“T am firmly convinced that such radical departure 
from present day styles is decidedly against the best 
interests of our craft,” Mr. Brelsford states. The 
letter continues: 

“In these days when ‘investigation’ is uppermost 
in politicians’ minds, ‘fair price committees’ the 
vogue, and the public clamoring for reduced living 
costs, no factory or organizer should sanction radical 
style changes. 

‘Furthermore, at a time when retail shoe merchants 
are begging for deliveries, factories claiming best pro- 
duction 60 to 70 per cent normal—at a time when it is 
claimed that they are 35,000,000 pairs short of last 
quarter’s production—isn’t it unreasonable to advo- 
cate a style change, especially if the above facts are 
true, and that factories have all the business they can 
do and there is a shortage of leathers. Action of 
this kind causes us to doubt a reason for extreme 
cost, as style changes are purely efforts to increase 
business. 

“T, personally, feel that this should have the con- 
demnation of the N. S. R. A., strong enough to 
impress a factory furthering this idea that such 
action would only gain the ill will of N. S. R. A. 
members. 

“What we need is prompt deliveries—any factory 
able to introduce new styles should be able to fill 
orders on at-once deliveries of shoes now needed.” 


[es general sentiment is strongly against the 


Opinion from Cleveland and Chisholm’s Boot 
Shop in Particular 

Cleveland retail shoe merchants are carrying small 
stocks of the French lasts, but they frankly admit 
that they do not expect the consumer in this city to 
flock to their stores and demand them. 

At Chisholm’s store in East Fourth Street, it was 
said that the last had been carried in stock for three 
years and that a fair sale of them was made in each 
season, but that at no time had this style threatened 
to cut in to any extent on the sales of the more con- 
servative boots. 

It was explained, however, that there are many 
girls in this city and in every other American muni- 
cipality who want to wear something out of the 
ordinary—something that will attract attention 
because of its oddity. This sentiment of the few was 
said to be responsible for the sales of the French last 
in this city. 

A Prediction Is Made 

At Chisholm’s the prediction was made that while 
the average Cleveland woman will never take to the 
French last, yet the present style of long, narrow last 
will have to be modified considerably for the next 
season. 

Cleveland women, like their sisters in other cities, 
do not want their shoes to enlarge the appearance of 
their feet. A woman who takes a 51% to 7 shoe size 
has to wear a much longer shoe in the narrow last 
than in the shorter and broader, it was explained. 
Women have complained about the lengthy appear- 
ance of their feet in the long, narrow toe, while shoe 
store salesmen say that they have difficulty in fitting 
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patrons, particularly those who insist on neat fitting, 
but the smallest possible shoes. 

These statements were made at Chisholm’s for the 
purpose of accentuating the fact that, in the opinion 
of the store management, there will have to be a 
modification next year. 

The style departments of one of the large news- 
papers in the city not long ago advised against buying 
the extreme narrow toe, especially if the purchaser 
intends to wear the shoe more than one season. This 
was followed with the prediction that the new lasts 
will not be so long next year. 


THE FRENCH LAST 


Promoted by New York Department and Spe- 
cialty Stores 


The French last pump is still being pushed by some 
of the department stores and specialty shoe stores in 


New York. R. H. Macy 
& Co. devoted a section 
of a general ad recently 
to the exploitation of 


the “French pump,” 
priced at $8.89. The 
copy read in_ part: 


“Among modes which 
are new in footwear, 
the short vamp French 
shoe is, perhaps, the 
most marked and charm- 
ing.” The pump is 
offered in patent leather, 
dull kid and black satin. 

Hanan & Son are dis- 
playing a few French 
pumps in the windows 
of their store at 
Broadway and 3lst 
Street. The style has found a certain amount of 
favor among the models in the cloak and suit and 
dress houses in this neighborhood. The Fifth Avenue 
shops with the exception of a couple of the depart- 
ment stores are not showing the model although they 
carry a few in stock to supply actual calls for it. One 
of the leading shoe stores in town carried only 200 
pairs in stock this Fall and is ordering no more. 





Orthopedic Shoes Subject to Tax 


Unless Made Up on Doctor’s Prescription, Says 
J. Slater at New York Meeting 


The main idea running through an address given 
at a recent monthly meeting of the Shoe Retailers’ 
Association of New York City by H. T. Dougherty of 
the John Wanamaker store was that the retailer 
should not attempt to impress customers with his 





Men’s Shoe Window of the Snyder Shoe Co., Findlay, Ohio, 
Which Attracted Much Attention. 
Responsible for the Trim 
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knowledge of foot anatomy or to recommend certain 
shoes except upon a common sense hasis. 

“There is a deplorable lack of proper training 
among salespeople in retail stores,’’ he said, “and they 
often sell shoes that are wholly unsuited to the 
people who buy them or to the purpose for which they 
are intended. As an example no salesman should sell 
a womaa a turned sole Louis heel pump for street 
wear. The retailers’ responsibility does not end with 
the sale. The foot should be properly fitted and the 
right kind of shoe for the occasion for which it is to be 
worn should be advised.” 





The Legitimate Footwear Specialist 


Max Deutsch, an orthopedic shoe maker, gave an 
interesting talk in which he outlined the scope and 
work of the legitimate orthopedic footwear specialist. 
He explained the anatomy of the human foot 
and some of the methods used to correct foot 


troubles. 
_ The work of the 
orthopedic specialists 


and the regular dealer 
do not conflict, he said. 
Each has its separate 
spheze. 


Ruling on Specialty 
Shoes 


President John 
Slater read a recent 
ruling he had ob- 
tained from the in- 
ternal revenue office, 
New York, onthe sub- 
ject of the luxury tax 
applied to orthopedic 
footwear. According 
to this ruling, said 
Mr. Slater, shoes of a corrective nature car- 
ried in stock are subject to the luxury tax 
when sold. Shoes made up from a doctor’s 
prescription are not subject to the tax, and 
alterations made in footwear to correct foot 
trouble or conform to crippled feet are not 
subject to the tax. 


Several retailers at the meeting expressed their in- 
tention of attending the national convention in Boston 
next January. Applications for hotel reservations are 
being received by Mr. Slater. He advised members 
to send in their applications early, as indica- 
tions point to a shortage of hotel space during the 
convention. 

The retailers were asked to contribute to the 
United Hospital Fund for the support of a number of 
New York hospitals in a letter sent out by the 
Wholesale Shoe League. 


Head Salesman Recker Was 
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Facts for Shoe Buyers 
Buying the Right Goods at the Right Time 


To buy goods carefully and. well is one of the 
secrets of good store-keeping, but keeping stock in 
fresh condition and well selected is an art. The mer- 
chant who is forever trying to secure a lower price 
must give way to the man who knows the market and 
who is not afraid to back his confidence with goods 
selected. A good buyer knows when to stop buying, 
as overbuying is one of the mistakes of most buyers. 
He must know the seasons and prepare a little in 
advance. He must know what is seasonable and 
what is going on in the market. 

Buying the right goods at the right time is the 
supreme test of his ability. He must know not only 
local conditions, but conditions the country over. He 
watches the markets and is always ready to look at 
samples. He reads trade papers and the various 
sources of information devoted to his goods. A buyer 
cannot leara this over night, nor can he acquire the 
buyer’s sense without many errors. 


Thousands of dollars are recklessly thrown away 
every year by overbuying, not watching carefully the 
excess or reserve stock when it is purchased. In the 
first place, there is no need of carrying enormous piles 
of merchandise over and above your actual and 
reasonable needs. 

A buyer, first of all, should sell himself. If a line 
of goods is salable, he must be able to tell why it is 
and what is expected of it. He must be a merchant 
and a good salesman. This is not a question of intel- 

.ligence, but experience, backed up by knowledge of 
his line. Careful supervision is always needed after 
goods are bought, for the buyer’s responsibility does 
not end when he has purchased the goods. He must 
sell them, or know the reason why the goods bought 
do not sell. 

A merchant is in business to make a profit. The 
amount of profit depends on three things, namely: 
Keep your sales up to the average; keep your gross 
profits up to the standard; keep your expenses down 
to the minimum. 





Advecates “Short Vamps’’ 
Merchants in Seattle Favor Shorter Vamps 


In a letter to the National Boot and Shoe Manu- 
facturers’ Association the Hoyt Shoe Company, 
Seattle, Washington, writes in behalf of shorter vamps. 
The Hoyt letter has in mind the “short vamp” as of the 
stage last, not the excessively short vamp of the 
“French last.” 

The letter is as follows: 

We were sent a copy of your letter of October 23, 
1919, in reference to a special meeting of the Allied 
Styles Committee. 
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We read it with a great deal of interest, but we 
certainly take exceptions to some of the remarks. 

We sell short vamp shoes and are having more and 
more calls for shorter vamps. We are not artists but 
plain ordinary shoemen trying to sell the public what 
they want. 

Some of the remarks of a “Prominent Retailer” 
are amusing and lead one to the conclusion that he 
has never REALLY FITTED many feet. He calls 
us opportunists, so we are to the extent of selling 
what people are asking for. He speaks of the short 
vamp as an abandoned type. What is the long vamp 
and pointed toe but a revival of an old type? 

Of course you can go to extremes on anything but 
we firmly. believe that fully 50 per cent more feet can 
be fitted with a short vamp shoe and give the foot 
more comfort than any other style. As for short 
vamps making bunions, etc., they will not if fitted 
right, in fact we sell more corn cure and burion pads 
when long vamps are in style than at any other time. 
Why don’t the style makers pay more attention to the 
shape of the human foot when they make the styles 
instead of being so artistic? 

Feet are just as different as people, and certain 
types of feet cannot be fitted properly in any other 
style but a short vamp. 

It seems to us from the whole trend of his remarks 
he is as the last clause of the last paragraph (over 
stocked) “‘with modern and beautiful American styles”’ 
and is fearful of the change which is bound to 
come. 

Yours for the better fitting and preservation of the 
beautiful American FOOT. 

Hoyt Shoe Company, 
Seattle, Washington. 





Army Shoe Test 


Laboratory of Bureau ‘of Chemistry Experi- 
menting With 1500 Pairs 


The army shoe test which is being carried on by the 
Leather Laboratory of the Bureau of Chemistry for 
the War Department is well under way. The labora- 
tory has recently shipped 1500 pairs of regular 
army shoes to Camp Funston for the wearing test. 
These shoes are made with three different kinds of 
upper leather and eighty-eight kinds of sole leather. 
Thes2 were especially made up for the laboratory by 
B. A. Corbin Company. Work on these leather tests 
was commenced when the United States first entered 
the European war, but owing to the press of business 
the tanners of the country who had been asked to 
co-operate in preparing the special leather were unable 
to carry out their part of the contract as promptly 
as had been hoped. Officials of the laboratory bzlieve 
that the wearing test will have been completed in 
from three to four months. 
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ON-SKID”’ is the favorite shoe of the big college Basket Ball teams and of 
high school and club teams all over the country. 


Made on our exclusive foot-form last, with two-piece quarters. Soles of our 
special light gravity compound that eliminates unnecessary weight. Scien- 
tifically designed ‘‘non-skid’’ treads that hold. Cork insoles, heavy Army 
duck lining and uppers, real horsehide mountings. 


‘‘Non-Skid”’ sells on sight. Every athlete immediately recognizes its great 
efficiency. Our nation-wide advertising is speeding up the demand for this 
speedy brother of “Big Nine.’’ Are you ready? It wins for the 

dealer because it wins for the boys. 


Converse Rubber Shoe Co. 
Factory, Malden, Mass. 


Service Branches 
Chicago—618-626 W. Jackson Blvd. New York—142 Duane St. 
Philadelphia—20 N. Third St. 
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a shoe by looks rather than considering how 
it is going to fit in with the rest of the stock is 
the cause for many shoe stocks being in bad con- 
dition and is one big reason why such a large per- 
centage of men who enter the shoe business fail to 
succeed. 
Strange as it may seem some “‘storekeepers’”’ still 
persist in buying regular dozens. 


B UYING by habit rather than by reason; buying 


What a Tour of Wholesale Houses Reveals 


A tour of wholesale houses selling merchants in the 
smaller cities, towns and villages reveals the fact that 
hundreds of storekeepers select a shoe, and when it 
comes to giving the sizes say ‘““Run them regular 3 to 7 
D” or “3 to 8 E;”’ or if it be a man’s shoe ““Run them 
6 to 10” or “6 to 11.” 

This is surely easy picking for the salesman and pie 
for the shipping clerk who fills the order. 

Just so, he has 12 pairs in between the extreme 
sizes named in the order. He has filled his part of 
the contract. If he happens to be short on 5 or 54% 
he can stick in an extra 3 or 31% and get away with it. 

Should the order be for men’s shoes and the sbip- 
ping clerk is short on 8 or 81% he could easily fill in 
with 6 or 61% because ordinarily he has plenty of 
these sizes. 

In going over the schedules used by wholesalers it 
is found that “regular runs” on women’s shoes run- 
ning 3 to 7s and 3 to 8s are about as follows: 

3— 4—5—6—7 

1, 1, 2, 1, 2, 2, 1,1,1 
3— 4— 5—_ 6—7— 8 
LiL bk d4.421-%4, 3 

Supposing a merchant should buy 8 dozen or 96 
pairs, buying 6 dozen of them 3 to 7 regular and 
2 dozen 3 to 8 regular, whether he bought one style, 
four styles or eight styles, he would have a total as 
follows: ; 

3 — 4— 5 —_6 —-7—__ 8 
8, 8, 14, 8, 16, 14, 8, 8, 8, 2, 2 

Or, figured on a percentage basis he would have 
8% threes and 6.2% sixes, while as a matter of fact 
in the average store he would sell only 2% threes 
while 16% of his total sales would be sixes. 


Effects of Short-Sighted Buying 


Small wonder, therefore, that many of the stores 
in smaller cities and villages are showing only one 
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A Talk on Buying 


For the Small-Town Merchant---Some “Storekeepers’’ Still Order 
““Regular Dozens’’ 


and a half to two times turnover during the year; 
and constantly accumulating small sizes which are 
sold at a loss and constantly missing sales on the 
middle sizes. 

Directly the retail merchant (or more properly 
the “‘storekeeper”) is the man affected by this short 
sighted policy of buying. He is the man who is pocket- 
ing the loss on the “‘left-overs” and on sales that are 
missed. Indirectly both the traveling man and his 
house are affected. 

Pretty soon the merchant wakes up to the fact 
that he needs more shoes—rather than he needs more 
pairs on the middle or good selling sizes—but his 
shelves are full and his bank account is lean. Then 
both the wholesaler and the traveling man lose the 
profit on the extra merchandise the merchant could 
sell if he had the right sizes instead of an accumula- 
tion of bad selling sizes. 

Occasionally a merchant picks a bad style but the 
losses from this source are small compared with that 
occasioned by an accumulation of bad selling sizes. 

Just now these same wholesale houses are concerned 
with a plan of distribution for next season’s output. 

Dun’s and Bradstreet’s reports have always been 
considered the basis of determining the amount of 
merchandise in dollars and cents it is safe to ship to 
any individual customer. 

Prices have advanced to such an extent that the 
parity between pairs and dollars and cents has lost 
its old significance, so it becomes a question as to 
whether it is safe policy to ship a merchant as many 
pairs as he formerly bought or to ship him the same 
amount in dollars and cents which he has formerly 
bought. 


A Suggestion for Clearing Up the Situation 


The whole question could probably be cleared up 
if every wholesale house would instruct its traveling 
men to pursue the policy adopted by traveling men 
representing a men’s factory covering medium-sized 
towns in a Middle Western state. 

This shoe traveler called on a merchant who had 
been using the line, but buying it from another man. 
He spread his samples. The merchant went through 
the line and picked out 32 shoes, then proceeded to 
give sizes. He picked up the first one and said “Give 
me 12 pairs C, 6 to 10.”". While the traveling man was 
writing this down he picked up another and said 
“Give me 12 pairs 6 to 11 D.” 

The traveling man looked up and said, “Wait a 
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TRADE MARK 





NOTICE! 


We are mighty pleased to spread the 
good news that we can now make quick 
deliveries on ESKIMO RUBBER 


GOODS! Make a note to wire, write or 
telephone. 








“If you are all wool and a yard 
wide, advertise the fact and get 
your friends to believe it. But the 
only way you can get your friends 
to believe it is to be all wool and a 
yard wide.”’ 


McELWAIN-BARTON 
SHOE COMPANY 


Direct Factory Distributors of McELWAIN Shoes 


Kansas City, Missouri 
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minute, is this the way you are in the habit of buying 
these shoes?”’ The merchant said, “Yes, I can use 32 
dozen of your shoes and so I have picked out 32 
styles.” The traveling man said: “This is the first 
time I have ever called on you. I want to continue 
calling on you and selling you shoes, but you cannot 
long continue to buy my shoes or anybody else’s 
on this basis. Let’s stop right here, take a composite 
sizing of your stock, see where you are long and short 
on sizes and then buy shoes to fit in with what you 
already have.” 


The Shoe Stock Is Thoroughly Sorted 


It took about a half a day to go through the stock, 
sort it up and get the sizes. The result was that the 
merchant did not buy a pair of 54s, 6s or 614s for 
the next 18 months. 

Instead of buying 32 styles he bought 9 styles and 
instead of buying 32 dozen he bought sizes and widths 
which totaled near 36 dozen. 

He began to clean up his stock, to get a more rapid 
turn over and make money. During the season he 
duplicated several numbers. For several years 
previous to this he had struggled along making an 
existence and always slow in paying his accounts. 


The “‘Storekeeper’’ Becomes a Shoe Merchant 


After changing his buying policy his credit became 
good, he was happy in his business, and knew what he 
wanted when the traveling man came. He became a 
real merchant instead of a storekeeper. 

Strange as it may seem, it is the smaller merchants 
in the more sparsely settled districts who continue 
to buy “Regular Dozens,” while the larger merchants 
in the more thickly populated areas of the larger 
cities are spending untold time and energy in keeping 
records of sizes sold and working out size schedules 
that will harmonize with this information. 

Many of the leading factories are alert to the 
necessity of seeing to it that their merchant customers 
keep a strict record of sizcs sold and keeping the 
merchant sized up on the numbers that he is selling, 
while too many wholesale houses still follow the line 
of least resistance and instruct their traveling sales- 
men to sell “Regular Dozens’ because orders so 
taken are more easily filled. 





Size Stick Knowledge 
No. 5 Is 10 Inches, No. 11 a Foot Long 


How well do you know your size stick, Mr. Shoe 
Fitter? Do you realize that the No. 5 size is always 
10 inches long, and that the No. 11 size is always a 
foot long? 

Keep these facts in mind. It is easy to run sizes 
up ‘and down from either one of these standards, 
allowing a third of an inch for each size. 


BOOT AND SHOE RECORDER 


A Successful Organization 


Northern Ohio Shoe and Leather Club—Harry L. 
Bowers Secretary 

Harry L. Bowers is the secretary-treasurer of The 
Northern Ohio Shoe and Leather Club. Mr. Bowers 
has been doing his share toward putting the club on 
the shoe map of America. Bowers’ name came under 
consideration right at the start when a special com- 
mittee of the club was looking for a secretary-treasurer. 
The committeemen looked up his record and found 
that he was secretary-treasurer of the following 
organizations: The George W. Greber Shoe Company, 
K. & G. Investment Club and assistant secretary- 
treasurer of The Sques—-Gee Heel Company of Elyria. 

Long experience in these positions has familiarized 
Bowers with all the duties of the dual positions, and 








H. L. BOWERS 


Secretary-Treasurer Northern Ohio Shoe 
and Leather Club 


that is one of the reasons why the Northern Ohio 
Shoe.and Leather Club is such a big success. 

For eleven years Mr. Bowers has been engaged in 
the shoe business, and all that time he has been alive 
and on the job every day: He started in as a book- 
keeper with Adams & Ford, wholesalers in Cleveland, 
The job was al] right for a starter, but it wasn’t big 
enough for a man with Mr. Bowers’ ambition. That 
was six years ago. Mr. Bowers now is secretary- 
treasurer of The George W. Greber Shoe Company, a 
corporation that Mr. Greber and he organized. The 
concern is prospering. It has an extensive business in 
Ohio and Eastern Pennsylvania, and ranks as a 
reliable jobbing house. And Mr. Bowers contends 
that he “isn’t done yet.” 


















































Knocks H out of H. C. L. 


4 iphone KID is a real thrift leather—prove it by 
ordering a dozen pairs of smart style shoes made 
of NOVILLA. 

You can sell them at a lower price than real kid shoes, 
and yet they will have the softness and brilliance of 
real kid. 


NOVILLA KID will not scuff—which will make your customers appre- 
ciate it all the more. 


CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN - + - - NEW JERSEY 
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Federal Reserve Board 


Issues Statement on Business and Commercial 
Shoe and Leather Conditions 


The Federal Reserve Board in its monthly state- 
ment on business and commercial conditions has the 
following to say about leather and shoes: 

“Continued prosperity dominates all branches of 
the allied shoe and leather trades, from hides to shoes, 
a condition equally true of the related industries, 
such as the manufacture of shoe machinery, lasts, 
tanning materials, and shoe findings. Some of the 
largest concerns in the United States have reached a 
point where it will be impossible for them to accept 
additional orders for five or six months, and an actual 
shortage of footwear, although perhaps it will not be 
acute, is a possibility since the shortened hours of 
labor are beginning to show their effect in reduced 
production. 


Leather Prices Checked—Shoe Prices Continue 
to Advance 


“The upward tendency in hide and leather prices 
has been somewhat checked, but at the present time 
these commodities remain on a strong basis. In the 
meantime, shoe prices, always six months or so 
removed from leather quotations of the moment, 
have continued to advance. The present checking of 
leather values, however, gives some ground for the 
hope that the ‘peak’ in shoe prices will be reached by 
the midsummer of 1920. 


Many Plant Extensions—Export Trade Averag- 
ing Large Totals 


‘Extensions to existing plants are being made in 
some quarters, and the example set by those who have 
had the courage to take the initiative in this respect 
will probably be followed by other concerns as soon 
as they are better able to forecast economic con- 
ditions. 

“The export trade in both leather and shoes is still 
averaging large totals. Certain prominent concerns 
are making ambitious plans for foreign trade after 
conditions are stabilized, and one of the largest New 
England companies has recently organized subsidiary 
Bricish and French corporations to simplify the 
distribution of its products throughout northern 
Europe.” 





Washington Fair Price Committee 


Consumers’ Sales Slips to Be Compared With 
Wholesale Prices 


The Fair Price Committee of Washington has been 
quite active recently. The sub-committee on shoes 
has worked out a system in connection with which it 
has written to all of the manufacturers who have sold 
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shoes to Washington shoe merchants within the past 
six months asking for a report of the amount of such 
sales and the price paid by the merchants. This sub- 
committee consists of Mrs. C. S. Hamlin, Joseph 
Strasburger, one of the well known retail shoe mer- 
chants, and Edwin D. Atkinson. 


Books of Three Representative Shoe Merchants 
Examined 


Mr. Atkinson, who is an expert accountant, is now 
examining the books of three representative retail 
shoe houses in various parts of the city to determine 
what is generally accepted by the trade as a fair 
margin of profit and what are the operating costs of 
the business. 

Representatives will then be appointed in the larger 
Government Departments and other places where 
large groups of customers may be reached and these 
representatives will ask a number to save their sales 
slips when buying shoes. The sales slips thus gathered 
will represent every branch of the trade in Washington 
and they will be turned over to the Fair Price Com- 
mittee headquarters for comparison with the whole- 
sale price lists. Specific complaints, however, will 
not have to wait on this system of price checking. 





Leather-Wear Comparison Device 


Report Published by Bureau of Standards—A 
Hide Test 


A report has been published by the Bureau of 
Standards on an apparatus which has been developed 
for measuring the relative wear of sole leathers and 
giving the results obtained with leather from different 
parts of a hide. The report is compiled by R. W. 
Hart, assistant physicist, and R. C. Bowker, assistant 
mechanical engineer. 

The report should be of special interest to the 
tanners, including information relative to the wearing 
test machines, the methods used for the tests, and the 
results. In conclusion of their report the officials of 
the Bureau say: 

“The results of these tests show that the machine 
indicates a decided difference in the wearing quality 
of leather taken from different parts of the hide, the 
portion near the back and over the kidneys having the 
best wearing quality and those portions near the belly 
edge, shoulder end, and extreme butt end having 
considerable less durability. These indications are in 
accord with the opinion and experience of many 
tanners and leather manufacturers. The results 
obtained on the machine in Test No. 4 also agree 
quite closely with those obtained in service tests. 

“In view of these facts it seems reasonable to believe 
that the machine may properly be used to indicate the 
relative resistance to wear of different leathers.”’ 
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The Onginal 
.Full Grain Black 
Glazed Horse 
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Strong as Horse 
Soft as Kid 







Pleases the wearer 


Profits the Retailer 


~ Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 
N ‘ 


B. D. Ejsendrath Tanning Co. / 


Tannery 
Chicago RACINE Boston 
130N.WellsSt. WISCONSIN 195 South St. 
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Your Silent Shoe Salesman 


Do you know that your Practipedist and Dr. Scholl’s Foot Comfort Serv- 
ice are selling shoes for you all the time? 






Anyone passing your store and seeing from your window display that 
you have an expert trained to relieve foot troubles, naturally assumes 
that you are also expert in fitting shoes and have an up-to-date stock 
—which is true. 
























It proves to 
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This diploma tiv ‘ 
e, passing 

21 ‘“ [SexoucAurnon or me Counse or morn customer that 
is the mark of To all towhom rey shall come: Greeting 

: you are an up- 
TRAINED Beit known thal_ gs 49” Jahn Doe oo Ans erupted to-date 
SERVICE s Vhe Contac of C lementary: 5 he a “nM tne TRAINED 
cedeedans ae: o~prartip roirs= ee ee shoe dealer 
_— on ont Vhe sewn fy pas scestlre tisk Oi firent: Wed Fy Gilli Gust Wichionieind: . 
and bring you barring frsseel with cnt the om  Mhenrementi pdm) | IT WILLSELL 
sin PIE Ger uetificata a eee 

F (Mas Lestimony “ 8 andes. za fied thaies % a, Se YOU. 
Mes eleventh yf eri « SWlé 













































To convince a prospective customer of your superior ability to serve him it is 
necessary to have proof constantly before him. Dr. Scholl’s Foot Comfort 
Display is proof of your standing. 

Your prospect has been educated to this fact through our newspaper and magazine 
advertising. 
















He will come in and buy shoes—may never even ask about Dr. Scholl’s Foot 
Comfort Service—but he knows that you are a modern, trained shoe dealer 
who can serve him better than your untrained competitor. 











If you have not already a PRACTIPEDIST in your store, write and ask us for full particu- 
lars of our course in PRACTIPEDICS. Send also for our illustrated educational catalog. 


THE SCHOLL MFG. CO. 


213 W. SCHILLER ST., CHIGAGO, ILL. 339 BROADWAY, NEW YORK 
TORONTO LONDON 
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|utemtores CHECK UP YOUR STOCK 
Kea cma OF WHITTEMORE’S POLISHES 


QUALITY VARIETY 





The season is here when a shift in your polish 
stock is necessary. Black and tan shoes take the 
place of white ones. Evening slippers are brought 
out and freshened up. In brief your big polish 
business knows no seasons if you depend on 
Whittemore to supply the salable polishes for 
each season. 


NOBRY BBOWN 
COMBINATION 


BOSTONIAN CREA M— 
The ideal cleaner for kid and 
calf. You'll need a good stock 
of the brown for brown glazed 
kid and mahogany calf—also 
the cordo-tan for cordovan 
leather. Then there’s the white 


cis Rosse cal vi too = Whittemore Bros. Corp., Boston, Mass. 


gola kid or patent leather— 
also light and dark gray and 
any other color or shade. Ask your jobber salesman or write for complete catalogue 














“HUBTIP’ EN ne SHOE LACES 


ad y7 c- ba 
, : : ,, F < JolO) sy vile 
a —<8* PAT. OCT. 18 1BO4 F 

Lac sequently, they 


a — —_— 


| RERE is no metai in the tip= of “HUBTIP” Shoe 
} remain aiways & permanent viack 
Made of fast color teraid, will wear twice as long as ordinary lac 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
... $2.20 36 in. per gro. S 5 45 in. per gro. Strings .... $3.25 
2.40 ors ee ay 05 4 tr i ... 3.68 


Men's 63 in. per gro. Strings...4.05]  G assORTMENT CABINET |D ASSORTMENT CABINET 
; 36 pair 36 in s 6 in 
F ASSORTMENT CABINET] 94" 45, 
12“ 54“ So a a 


A ASSORTMENT CABINET 
36 pair 36 in. ORDER A TRIAL CABINET 
COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 
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ee TUT SIMU Ue HULL SLUM UUM UU eL SUL © 





ACE CALF 





Color No. 75 











A smooth finish Ruby Red 
—the accepted Fall style— 





Also in boarded finish if destred 


: 
; 


J. S. Barnet & Sons, Inc. 


a 

= Tanneries at Salesrooms 

5 Lynn, Mass., U.S. A. 75 South St., Boston, Mass., U.S.A. 
5 

a 


NEW YORK OFFICE, 154 NASSAU STREET 


CABLE ADDRESS: “‘TENRAB” 
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85 Cases On the Floor 
_Ready to Ship—Now 


Act At Once—Telegraph If Necessary 


Treads and Mats 


can be countersunk in concrete floors 9124—BLACK ARISTO KID, welt, full grain innersole, 
. Wingfoot rubber heel attached, D, E and EE—6-11, $5.25 
Your workmen need and want something to . 


* stand on—something to put over the hard r |The L. B. Schindler Shoe Co. 


concrete floor to eiminate cold and aching | 99 Duane Street New York City 
feet, and prevent the dampness from causing 
rheumatism and other troubles. 

Carey Asphalt built EZOLA MATS will 
save money for you and protect your workers 
in this way— 

They are elastic and springy to stand on and 
thus prevent the worker from getting tired out ew ae 
and losing efficiency before the end of the day. 


He does more work and goes home feeling 
better physically and mentally. AMERICAN 

The mat is made of the best insulating 
materials—Asphalt (used in winding arma- SHOEMAKIN G 
tures), and Mica (used in electric light sockets). CONSOLIDATED WITH 
Ezola insulates against electricity, absorbs 


vibration, insulates against cold and against SUPERINTENDENT 


dampness. It prevents sickness and lost time. 
One man can lay the strips at points where 
the workmen are to stand. Countersunk when AND FOREMAN 
floors are being finished, Ezola just about saves 
yer pe e aye . vee. os kp ake ion America’s two leading factory publications 
and it retains elasticity year after year. published as one superior journal, containing 
Made in sizes from two feet square up. technical information of vital importance to 
Write for particulars. the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
THE PHILIP CAREY COMPANY Shoe Factory Buyers’ Guide. 


511-531 Wayne Ave. Lockland, Cincinnati, Ohio 




















SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 


ORETAL BINDING mm 
Boston, Mass. 


woo. FELT 
ASPHALT 


WEARING 
SURFACE 























There's nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- 

made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
_ paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


BRANCHES: 
30 Euclid Arcade 18 So. Market Street 1423 Olive Street 708 Broadway 37 Warren Street 124 Main Street 
Cleveland Chicago St. Louis Cincinnati New York Johnson City, N. Y. 
93 Centre Street 145 Essex Street 87 Main Street 258 Fourth Street 619 Mission Street 236 No. High Street 
Brockton Haverhill Auburn, Me. Milwaukee San Francisco Columbus, Ohio 
130 Mill Street 221 No. 13th Street 16 No. 2d Street 306 Broad Street 11 Florence Street 216 Chartres Street 
Rochester Philadelphia Harrisburg, Pa. Lynn Marlboro 
301 American Casualty Bldg., Reading, Pa. 


New Orleans 

















Red Cross Christmas Seals Are Conquering Tuberculosis 

































$7.50 


and 


$8.00 




















f } Moire Silk |} 


Top-Turns 
Ready To Ship 
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NOVELTIES & STAPLES 
WOMENS MENS BOYS-GIRLS 
148 150 Duane Street 
NEW YORK, NY. 





Regardless of the danger of 
colds nothing is more dis- 
comforting than wet feet. 
Just think the way the water 
“‘slushes”’ 
step. 


Go Inside Right Now 


MONARCH of the OAK 


Real California Oak Leather, 
vat tanned, that will turn the 
water and give lasting wear 
and perhaps save a call for 
the doctor.. 


Patent Vamps with 
Black, Grey or 
Mouse Color Tops 
and Covered Full 
Louis Heels. . . 


Get Samples 
Today 


ECK Ww ER's ‘iyhe ‘HOE GE CO: 
ME Live wine HOUSE —— 















Wet Feet 


a Source of DANGER 


and DISCOMFORT WESELL 


MONARCH 
SOLES 


All 





















in and out at every 










and ask for a pair of 








SOLES 














Tanners of Real Leather 


NEW YORK 
SAN FRANCISCO 
CHICAGO 


































SCREW HOLES 
IN THE WORLD y 



















You drive the screw holes with a hammer in any 
material. 


The screw holes are made for wood screws or 
machine screws to fit all sizes of screws. The head 
is removed and you leave a permanent screw hole. 













The Stine Screw Holes Co. 
Manutacturers 
WATERBURY, CONN., U. S. A. 








The Biggest 
Little Thing 
in the World 


Once a Screw 
Hole, Always 
@ Screw Hole 

















oxpantmant 27 














Some of the Reasons Why Screw Holes Will Be Bought and Used and Not Become 
Dead Stock for a 


t—They can be used without damage to receiving ry 
material. 






6—Screw holes are ce new and the world sup- 
~re-4 furnished. 


~The ate on, te ctentestion to weed or aia This is wey ay vecge beings nbrre | met te 

cnens ol ——~ tive person ~ PF - roved methods 

shay oe mde of fr and i jot rust under ‘and a . — 
tmospheric or moisture conditions. Mh front line of progress. 


Cone ceaaty Se St Co stad ap te cxsow tates it 


acom —' more 
4 — ‘They save time value than the epnetarepdey 







h s—You ae for nothing ahd paid using g—Be shopror fc first to pon screw holes in | annd 
the Yeu ax them count tine soved. ” ’ ——— begin to cave money soon . 
W i 6—Screw holes how have been needed ever since the first 

tres screw was used. . . soins oft hgh com of Sa srw hla 





7—Special tools are NOT needed in using them in 
material. i<j onlin are letting the world know that screw Sager 





&—They can be used in any place a screw can be used. a Pg ay! iccigeh Tooke Jommate aos 
a holes, screws can be used in many have the argent circulation among d in screws 
places, and in many mater Phere it is impos- as well as 

» sows we cidineianagennieenn 
to—These are the only ready-made screw holes in the before you have them in stock, BE A LIVE WIRE, 







23—They make everlasting holes in any material. 
24—They mean “Plug-No-More” screw holes. 
Te eee 






tonto epeceiel os ews are needed. These screw holes 
any eee ensoe> 06 inndhiine Onnuw maw to cual 
ae. make the neatest possible job in any material. 
13—Every store where screws are sold must carry 
them in stock, because the line of screws is not 
screw holes for them. 





sible eatin: Oil 0h clases ite en 

27—Send for a sample and convince yourself. 

s0--Mechanics whe cco them eng, “What do you think 
i aan NO 

ag—In F  Fogd REASONS why screw holes 

Each of these reasons are enough to sell Screw Holes. There are many other reasons. 


Write at once for our handsome Color Card showing screw holes in various materials which will be 
sent on request, together with samples and price list. 











































Dec. 6, 1919 BOOT AND SHOE RECORDER 


67 





MASTER ARMORTRED 


Here’s MASTER Armortred the sturdy youngster of the Armortred family. 


He has lots of friends and with good reason—he looks out so carefully for 
their welfare. He keeps them off of hard city pavements which do growing 
boys no good. He prevents their slipping easily when running or walking on 
slippery pavements. 


Like all ARMORTREDS he “‘wears well’’ and is as popular in the end as at the 
beginning. 
ARMORTRED Rubber Heels are an essential on boys shoes—making them 


wear longer and give better service. 


Your parents’ trade will agree that this is so, if you'll introduce them to Master 
Armortred. 


QUABAUG RUBBER CO. 


North Brookfield, Mass. 


Suggestion : 
Put this advertisement 
in your display window 
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EVANGELINE 


SHOES FOR WOMEN 


SHOWING TWO SWIFT-SELLING 
STYLESJFOR NEXT SPRING 


ARARARARARARANARARARARAR AB 


AR 


No. 3634 No. 3642 
ROYAL PURPLE CALF OXFORD, KID PLUG PUMP, 87 ‘LAST, 19/8 
GOODYEAR WELT, 84 LAST, IMITA- LOUIS HEEL, GOODYEAR WELT, 
TION TIP WITH PERFORATION, ALUMINUM PLATE. PRICE $6.40 
NATURAL WELT, WHITE STITCHING, 
1544 INCH HEEL. PRICE 


ARARARARARAR 


AR 








Catalog Showing Our Entire 


FAMOUS Lines Ready Now DAVIS 
NEW PROCESS 


IMPROVED CUSHION 
Crumbs of Comfort ee f° tet A FLEXIBLE 
(Reg. U. S. Pat. Off.) REED PATENTEE, 1900, CUSHION SOLE 
1901. THIS IS NOT THE 
SHOES ORIGINAL DR. A. REED McKAY 
CUSHION SHOE PREVI- 
OUSLY PATENTED BUT 
HIS LATEST INVENTION. 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE| 


428-430 ALBANY BLDG. 
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BROGUES 


BOTH BEAUTIES 





PRICE PRICE 


STOCK NO. 524 STOCK NO. 587 
BROGUE LAST 


BROGUE LAST 
Gallun’s 4 Norwegian Brogue Bal., Rawhide Gallun’s 4 Norwegian Brogue Oxford, Raw- 
hide Slip Sole 


Slip Sole 
Sizes and Widths: AA and A, 7 to 11; B,6 to Sizes and Widths: AA and A, 7 to 11; B,6 
toll: C, D, 5 toll 


a: C, Dow it 
Measure their value by increased sales, not price we put on 


them, and you’ll wonder how in present times so much 
shoe can be had for so little. 





Send for Catalogue showing full line of Dalton Shoes 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


| 
| 
| 
| 
| 
| 
| 
| 
| $10.75 $9.75 
| 
| 
| 
| 
| 
| 
| 
L 
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RECOMMEND 


E-Z Walk Arch Supports 


To Your Customers Seeking 
Relief from Foot Ailments 


Send Trial Order 


METATARSAL, $18.00 per dozen 


IT Is YOUR DUTY 


As a shoe merchant to give your customers the best. 


E-Z WALK ARCH SUPPORTS are the best. They meet 


all requirements. 








“ECONOMIC” 


REVOLVING DISPLAY FIXTURE 


OTEL 
IMPERIAL 


Broadway at 32nd Street 


NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 


For Men’s 
Winter 
Footwear 











Fourteen Styles Sized 
and Displayed on 

| Forty Inches of Floor 
Space. 


Folds Compactly for 
Storage 


and 
in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


ae Midway Between Both Railroad 











BATAVIA SPECIALTY CO. 


BATAVIA, N. Y. 


Terminals 
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Your Last Chance! 


Now is your time to cover yourselves on 
Felt Footwear for the Holiday trade. 


On the floor for 


immediate delivery. 
Act quickly---only a 
few left 





No. 9328B. Sizes 3/7, 4/8 Price $1.10 
Women’s Black Felt Juliets, Felt Top Band, Chrome Elk Soles, wood covered Heels. 


No. 9328G. Same in Gray. 


No. 9330G. Sizes 4/8 Price $1.15 
Women’s Gray Felt Juliets, Fur trimmed, Chrome Elk Soles, wood covered Heels. 


Sold in 36 Pair Cases Only 


Terms, Net 30 days, F. O. B. Boston 


SAMUEL COHEN 


“The House that Undersells”’ 
72 Lincoln Street, Boston, Mass. 




















t 
| 
| 
| 
| 
| 
| 
l 
| 
| 
| 
| 
| 
| 
| 
' 
| 
’ 
| 
| 
| 
| 
| 
’ 
| 
| 
| 
l 
| 
| 
































= aE ¢— 8 2) ee ee eee 








BOOT AND SHOE RECORDER Dec. 6, 1919 





wae you are ordering your 

rubber heeled shoes, why not 
take an extra precaution for which 
your customers will thank you— 
Specify 


cATS PAW 


CUSHION 
RUBBER HEELS 


We have taught the world that 
CATSPAW HEELS do not slip, and 
are, moreover, made to give the best 
all around service. 


Foster Rubber Co., Boston, Mass. 








COUTTS 





BROCKTON, MASS. 


THERE’S PROFIT 


in following style demands. Style and turnover go 
hand in hand. Right now it’s “THE BROGUE,” 
and this model will demonstrate in quality, salability 
and profit that our new lines are worth every for- 
ward-looking dealer’s consideration. 

This style is in Dark Tan Veal on an English Last, 
and carries a Rubber Heel. Your order will be 
filled the day it comes in. 

No. 5280—Sizes 6 to 10, D Width. Price $6.65 

Terms: 2 Per Cent, 10 days, 30 days net. 
Made and distributed by 


A. FREEDMAN & SONS 


182-184 Lincoln St. Boston, Mass. 


is attach pone and buckles to shoes by obsolete methods when a 
= ose device is available to you. Be progressive, 
oe up-to-date. 


t pa 
The ‘‘Dalco” At, holds bows and buckles securely in the fashion- 
able a "ia position. It can be at easily, once on always in 


akes instant changing of ornaments 
and retai retailers are large,users of it. The ““Daloo” 


anufacturers 
p= dy and a liberal assortment of “D shoe ornaments should 
be in every store. Samples and prices on request. 
DALRYMPLE-PULSIFER CO. 
Manufacturers 
HAVERHILL, MASS., U. S. A 
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STYLE NO. 320 
LAST NO. 112 


A BLACK KID, GOODYEAR 
WELT OXFORD THAT HAS 


THE GRACEFUL LINES OF 
A WELL MADE SHOE © :: 


STYLE NO. 329 
LAST NO. 113 


STREET PUMP 
THIS SMART STYLE CARRIES A 
MEDIUM LONG VAMP WITH A 
13-8 HEEL. IT IS A WELT AND IS 
BUILT TO FIT AND WEAR. 


Shown 7 fe Lh OS: 








CONSERVATIVE 
STYLES 


BEST QUALITY 
MATERIALS 


EFFICIENT 
WORKMANSHIP 


QUANTITY 
PRODUCTION 


FOUR REASONS 
THAT MAKE 
JOHNSON BROS’ 
SHOES THE 
“BREAD AND 
BUTTER” LINE 
FOR THE 
AVERAGE RETAIL 
MERCHANT 
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STYLE NO. 324 
LAST NO. 112 


BLACK KID COLONIAL 
LEATHER LOUIS HEEL 
WELT 


ANOTHER MODEL ON THE NEW 
113 LAST SHOWING THE MEDIUM 
LONG VAMP AND THE 13-8 HEEL. 
THIS OXFORD IS MADE OF 
BLACK KID AND IS A WELT. 








SS OR TR TI RENE RE . 
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FOR IMMEDIATE 
BLACK GLAZED KID LACE 


No. B513 


1478 tee oe - a Price Subject to Change without Notice—Wire Your Order Today 


imitation tip. 


C. P. FORD &7CO.,* Rochester, New York 


| NEW YORK OFFICE: 127 Duane St., E. H. TALBOT and “JACK” GALWAY 





r 


For “At Once” and “Future” 











2733—Mahogany Barefoot 
5-8 8-11 114-2 2%-6 
$1.50 $1.65 $1.85 $2.40 





BLACK, TAN AND SMOKE BLUCHERS, BUTTONS, OXFORDS, 
MARY JANES AND SANDALS 





40—Men’s Tan Kid Romeo...... .$3.50 
41—Men’s Black Kid Romeo..... $3.50 





Hagerstown Shoe & Legging Co., 


7 Hagerstown, Maryland, U. S. A. 
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REORGANIZATION 


As recently announced in these pages we have changed our firm style 


and some policies— 
This has involved the discontinuance of branded lines and the 


consequent readjustment of our stocks— 
In these discontinued lines is our entire stock of the well known 


SUPREME QUALITY 
SHOE FOR MEN 


During this period of adjustment and while they last we'can offer 
the following at very attractive prices—Better place orders promptly— 
since these shoes will not be duplicated. 


4135 Mahogany Veal Blucher ...........2.... Medium Toe 6/10 $7.25 
RR English Last 6/11 7.25 
4164 Russia Veal Bal, Wingfoot Rubber Heel. ....... English Last 7.35 
4133 Russia Veal Bal, Olive Buck Top ........2.2.. English Last 6/10 7.50 
4147 Russia Veal Button, Olive Buck Top ......... English Last 6/10 7.50 
4372 Black Vici Whole Quarter Blucher, Flexo Sole... ... Nature Last 6/11 7.75 
ee eg eu a we wie ee Re Toefit Last 6/11 7.75 
ly. ec Comfort Last 6/11 7.75 
4381 Black Vici Bal Plain Toe ......2..2...... Comfort Last 6/11 7.25 
I © Sg 3k es ew oe Se Oe Straight Last 6/11 7.25 
Ee ee ee Comfort Last 6/11 7.25 
4368 Black Vici Whole Quarter Blucher Tip ........ Broad Toe 6/11 7.25 
a ek ee ke ee Sw Ge English Last 6/10 7.25 
4565 Gun Metal Veal Whole Quarter Blucher ....... Broad Toe 6/10 6.75 
4563 Gun Metal Whole Quarter Blucher. ...... >. . . . Medium Toe 6/10 6.75 
4570 Gun Metal Side Mat Top Bal, Two full Soles. ..... Comfort Last 7/11 7.00 
4571 Gun Metal Veal Blucher Whole Quarter, Two Full Soles, Tip Army Lasc 7/11 7.00 
Gee. Gua Motel Side Bal Tip .. .'. 2 2 wet et ew English Last 6/10 6.50 
4582 Gun Metal Calf, Mat Calf Top Bal, Tip ........ English Last 7/10 6.75 
4585 Gun Metal Veal Whole Quarter Blucher ..... . . Medium Full Toe 6.75 


These shoes all contain solid leather counters, full grain leather insoles 
and majority have wearproof lining. 


Samples will be Submitted on Request 


LANDE-RUTKIN SHOE CO,, Inc. 


104 Reade Street . . . NewYork, N. Y. 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing will so emphasize the good lines of your Fall styles like May- 

hew's Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 

em rade oe trees. No store can afford to be without them. 
Because they it improve the shoe a pd ps cent and last you a lifetime. 

mn ag aad are made of cold steel and cost you only $6.00 


Bond for FREE SAMPLES and test it out. Seo how much more 
attractive and handsome the shoe looks when supported by Mayhew’s 


ree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a 
charge of 2Sc per pair when old Trees are returned. 

ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your wane 









Jobbers 
or 
Direct 


JAMES N. MAYHEW co., Inc. 


MINNEAPOLIS -_ - MINN. 














TRUFIT 
SPATS 












































are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 














Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 










Shall we send samples 
and prices? 













Laing, Harrar & 
Chamberlin 
43 North 3rd St. 
Phila. 


































DEPT. A 


Showing “‘Ajusto” Boot Top 
Form Before Shoe Is Laced. 


Window Trimmers All Over The Country 


are forming up their boot tops with ““AJUSTO” Boot Top Forms and 
their overgaiters with ‘“‘AJUSTO” Spat Forms. They multiply the 
attractiveness of your windows by giving your footwear that smart, 
snappy, smooth, graceful appearance. Quickly and easity adjusted. 
The slide does the trick—it expands the form and removes all un- 
sightly wrinkles. Model No. 2 for A and B width boots. Model No. 3 
for C and D widths. ‘Model No. 5 for Spats, sizes 1 and 2. The cost 
is small but results are great. Only $3.00 the dozen, f. o. b. Pittsburg, 
Kansas. If your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


PITTSBURG, KANSAS 
(And remember it’s KANSAS) Showing Pump With Spat Fit- 











































ted Over “Ajusto” Spat Form. 

















BT SlEEL fF 


Trade Mark Reg. U. S. Pat. Off. 











Steel Stools, Chairs and Equipment 
For Shoe Factories 
Including steel stools with wood or 
steel seats, with and without adjust- 
able and removable shaped steel backs 


No. 110 : . f heights. No. 10. 
ities adit and in a variety of heights. Gitta ten 
Same Stool with- Also, Tables, Racks, Cabinets, etc. 

~~ P comp to 141-2 in. x 
out back No.100. Write for Net Price Bulletin “‘F. ay 


With steel seat 


and back No. ANGLE STEEL STOOL COMPANY 4/80 many de- 


signs and sizes of 


40. Steel Seat, 
street beck, OTSEGO MICHIGAN trucks adaptable 
No. 40. Boston, Mass. 294 Washington St. to every need. 















FANCY SPATS 
The Kind That Fit 


Fine Grade Felt—10 Button 
$14.50 dozen pair 
Extra Fine Box Cloth—10 Button 
$24.00 dozen pair 
SHOE "LACES—SHOE POLISHES 
Colonial Buckles, Tongue Pads 


Write for new Catalog of 
General Shoe Store Supplies 


LINCOLN STORE 
SUPPLIES CO. 
The House of Service to You 


1508 Washington Ave., St. Louis, Mo. j 
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Ht shoes and sf shppers : 


THAN EVER BEFORE. 


DOLGEVILLE FELT SHOE CO. 
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P| BIG INCREASE IN OUR 
OUTPUT FOR NEXT YEAR 
MORE ATTRACTIVE LINE 


DOLGEVILLE, N. Y. 


IS MADE NECESSARY BY THE UNPRECE- 
DENTED DEMAND FOR DOLGEVILLE FELT 
SLIPPERS. WHILE OUR PRODUCTION FOR 
THE BALANCE OF 1919 IS SOLD WE 
CAN PROMISE FOR 1920 A LARGER 
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White Shoes Will Be 
Popular for 1920 


Style No. 1186—New Spring Style of 
white “Polar” Cloth. Two eyelet tie. 
Turn. 18-8 full Louis heel with Alu- 
minum plate. No. 65 last. Also made 
in all popular leathers. 


WINGATE SHOE CORPORATION, Haverhill, Mass. 


NEW YORK OFFICE: 435 Marbridge Bldg. 
DRYZER & BARNETT, Representatives 


BOSTON OFFICE: 
ROOM 303, 183 Essex St. 
es 














HIGH GRADE 
LEATHER 


“The Dayton” Foot-Warmer Insoles Feel Fine 
THEY MAKE A DIFFERENCE AT THE END OF THE DAY 


With the HEALTH and COMFORT-giving 
qualities ‘“The Dayton’”’ Insoles possess, you 
will find them easy fo sell. 


They are guaranteed to keep the feet Warm 
and Dry. 


123 Mill Street - 


DAYTON INSOLE COMPANY 


OOuBLE 
CUSHION HEELS 


Our insoles are especially good for wintry 
weather. 


Write us for a sample pair. 


They fit any kind or size shoe—both for men 
and women. 


. DAYTON, 0. 
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A393—Women’s “F. 
B. Cc.” Brown 
i lor 98 9-inch 
plain toe, 
24-inch covered 
wood heel, turn, 
Brooklyn Last, AA 
width, sizes 4-7; 
A width, sizes 34- 
8; B width, sizes . 
3-8; C width, sizes 
2-8. $11.50 


In Stock 


A390——W omen’s 
Black Kid 9-inch 
Lace, “‘F. B. a 

silver gray kid top, 

imitation tip, 24- 

inch leather Lou 8 

heel, welt, Broad- 

way Last, AA width 
sizes 4-8; A width 

sizes 3 B 


width, sizes 2}4-8; 
$11.00. 
In Stock 

















FOOTWEAR> 


READY FOR SHIPMENT—a large stock of 
women’s seasonable, high-grade welts, turns 
and flexible McKays—all sizes, all widths— 
many colors and combinations. 


A394—Women’s “F. 


- 
A398—Women’s Ha C.”?” Brown 


vana Brown Kid 
84-inch Broadwa 
Button Boot, “F. 
B. & C.” Field 
Mouse Color 88 top, 
plain toe, 24-inch 
covered wood heel, 
welt, Broadway 
Last, AA _ width, 
sizes 4-8; A width 
sizes 3 bY -8 B 
width, zes 3-8; 
C width, sizes 24-8 
$12.85. 


In Stock 


We Solicit Your 
Mail Orders 


Latest Catalog 
on Request 


B. 
Kid Color 98 9-inch 
ce, imitation 
straight tip, 24- 
inch leather Louis 
heel, welt, Broad- 
way Last, AA width 
sizes 4-8; A width 
sizes 314-8; B 
width, sizes 3-8; € 
width, sizes 214-8. 
$10.00 


In Stock 


WSs Vos Gourgaiaaa, 


Manufacturers 


‘“‘White House Shoes”’ for Men, ‘‘Maxine Shoes’? for Women, 
“Buster Brown Shoes” for Boys and for Girls 
and “Blue Ribbon Service Shoes”’ 


St. Louis, U. S. A. 
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Anything will rise or fall on its 
merits— 


Over Thirty years ago 


Hosiery 





Reg V.S.Pat. orriee 


“Onyx” 


rose to the first place solely on its 
merits, and “ONYX” will continue 
to hold that enviable position, be- 
cause we realize that everything. 1s 
judged by the service it renders, and 
that is one incentive for the High 
Quality of “ONYX.” 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building + 
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INFANTS’ 
TURN SHOES 


Just What You’ve 
Been Looking 


a a a oo oe oe 
IOC Ie Ie 3c 





They’ll Stimulate Your Holiday Business 











IN STOCK NOW IN NATURE LASTS—ORDER TODAY 


REGULAR HEIGHT 3-514 6-8 1013—Ecru Top Patent Vamp and Foxing 
711—Patent Foxed White Kid Top Button = 60 $2.85 
700—All Dongola Button 2.60 1021—Golden Brown Top Patent Vamp 
721—Golden Brown Lace id 2.90 and Foxing Lace 2.80 
2.90 1023—Field Mouse Top Patent Vamp and 
2.60 Foxing Button 2.80 
1031—Field Mouse Top Patent Vamp and 
PONY CUTS oe 6-8 Foxing Lace 2.80 
1001—Golden Brown Top Patent Vamp 1041—Ecru Top Patent Vamp and Foxing 
and Foxing Button $2.80 $3.00 


“B & P’’ FIRST WALK SHOES 


(Sometimes Called First Steps) 


sae ae ae a oe a a a se a a a oe a a ae a a ais ae aie ae i asa aie ae mes 


$2.90 


——— a | a a os 


9999090909090 CII 
IOI ee 
NOON OOOOC OOOO O0 Jc ec eee cee ee ec ee ee 


ee a 
[a a a et a a oe 


ee ee a a oo ae ae 
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500—(Special Grade sizes 2-5)—Black 422—New Patent Fox Mat Tor Button 
Ki $1.75 Fat Baby’s Shoes (1-5) at 

511—(Special Grade sizes 2-5)—Patent 663—All Patent three-strap Roman 
Foxed White Kid Top Button at 1.90 Sandal (1-5) at 

400—All Black Kid Button (1-5) at..... 1.50 


Terms 5%, 10 Days—F. O. B. Oswego, N. Y. 


ee ee a lo 
OOOO ee ec 


“B & P” Turn Shoes are built on new and ‘‘Roomy Lasts.’’ They are JUST WHAT YOU ARE 
LOOKING FOR. 

We — have several styles of INFANTS’ HAND MADE MOCCASINS and SOFT SOLE SHOES 
in stock. 


Factory 1 offers to the Trade, BOOT SOCKS and FOOT COM- 
FORTS (DOUBLE EIDERDOWN SLUMBER SLIPPERS). 

Factory 2 offers to the Trade, INFANTS’ SOFT SOLE and TURN 
SHOES and HAND MADE MOCCASINS. 


a a oe | 
ICICI Ie 


ee ea ae | ae |e | 
IOC 3c 3c 
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OO i ie ic 


OSWEGO, N. Y. 
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Misses’ and Children’s 
Goodyear Welts 


—In-Stock— 


No. 96—Tan Russia Calf Bal. 
Sizes, 1114-2 A-D, $5.75 
“« 8'%-11 B-D, 4.75 
“6-8 C-D, 4.00 











No. 93—Brown Side Bal. 
Sizes, 1144-2 B-D, $5.15 
“ §81%-11 B-D, 4.35 
“« ~~ 6-8 C-D, 3.75 


L. B. EVANS’ SON CO. - WAKEFIELD, MASS. 


BOSTON OFFICE - 110 SUMMER STREET 






































“cams” Quality First 


Make your profits on quality. At-Last-A 
Creme is the BIG HIT in shoe dressing. “AT-LAST- A” 
Push it. It is a trade getter. This Super- Leather 
quality dressing cleans, polishes, preserves Dyes and 
and water-proofs all kinds of leather shoes. Dry Cleanser 
Puts new life into leather. Made in Natural, Always Repeat 
Brown, Black and special shades. | ASK ABOUT 
Per Gross, $24.00 THEM 


at your jobbers, or write direct to 


The F. B. HIGGINS CO., Aurora, Illinois 














IVAN 


ACA A 


IAA 
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— EXTRA VALUE 


Jan. 12-15, 1920 
MEN’S SHOES 


IN STOCK 
UNBRANDED LINE 


These Shoes Fit Into Lines For Which You Have Paid a Higher Price 


B1909—Cherry Red Bal, Winston Price $6.50 Bi907—Black Kid Bal, Crest Price $6.75 
B1902—Dark Cherry Bal Widths B, C, D, E 
Widths A, B, C, D 


XA 


B1906— Dark Cherry Blu, Ace Price $6.75 B1901—Dark Cherry Bal, Ashmont 
1990S5—Gan Mot. Bit... occ ccccccccscvcvccvccccces 6.00 B1900—Gun Met. 


Widths B, C, D, E Widths A, B, C, D 


Many Large Department Stores have adopted this line as these shoes are of right quality and workmanship. Several 
thousand pair are IN STOCK ready for your order. Prices will be advanced as soon as this supply is exhausted. Order 
Now. We will be pleased to send you samples of this complete line at our expense. 


Send for Catalog. Prices Subject to Change Without Notice. 


CHARLES A. EATON CO. 


“The Sterling Shoemakers of New England”’ 
BOSTON DETROIT ATLANTA NEW YORK 
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Overgaiters 
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The experience of over 30 years manufacturing Over- 
gaiters surely qualifies us to serve the best trade. Our 
lines are sold by the best dealers from Atlantic to 
Pacific in both United States and Canada. A trial will 
convince the most skeptical. We can meet your re- 
quirements in all styles and grades. 


OOO Ic 31 


WINOOSKI, 


Perfection Overgaiter Co., vVirmon? 











= 




















IMPORTANT— 


A VERY INTERESTING ANNOUNCEMENT 
In Connection With 
SPECIALLY PRICED 
Supreme Quality Shoes 

On Page 75 Of This Issue © 


LANDE-RUTKIN SHOE CO. 


104 READE ST. $3 NEW YORK, N. Y. 











LACES in Silk and Merectied FJ —™ and Flat Trade-marks in Foreign 
Shoe Buckles for Holiday Gifts Countries 


STEEL, RHINESTONE, BEADED AND ’ 
Realize the Im of Protectin; F 
METAL. ALL GRADES. From $2.00 on figalian we ihe South f Deotesting your Pasties 


per doz. to $20.00 per pair. in Borepe, Ade 
They are In Stock Now Sale auador souk ae: io ret applican it, ireopective of 
use by another. s allows piracy valuable 


in ies. 
and ler maintains a Patent and Trade- 


DT an. Boot 
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17th St. 
Patent and Trade-mark Depart- 
The Novelty Corner Mass. 


860 BROADWAY, NEW YORK 
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AZTEC 
CALF 


ZTEC CALF is recognized the 
A world over as the standard of 

excellence for Spring and 
Summer shoes for men, women and 
children. Pliable and strong, this 
leather is pleasing to the eye and 
comfortable on the feet. Aztec 
Calf will be offered in the coming 
season’s fashionable shades. 





MANDARIN 
SIDES 


CHROME tanned side 
A leather made in glazed and 

boarded finish and offered in 
two colors. Mandarin Sides are 
strikingly attractive and of the 
highest integrity. They are de 
signed to meet the call for fine 
shoes that can be sold at prices de- 
manded by the great majority. 








Four Stanch Leathers 
For Spring 1920 





NORWEGIAN 
VEALS 


NE of Gallun’s — specialty 
O leathers—a heavy, rugged, 
high-grade leather that is the 

first choice of high-grade manufac- 
turers for the popular brogue shoe. 
Norwegian Veals are suitable for 
both men’s and women’s shoes and 
are produced in two colors and 


black. 


VIKING 
CALF 


STRONG grained mellow calf- 
A skin that is moisture-repel- 
lent. This leather does not 
peelorchip and isespecially adapted 
for a high-grade shoe. Viking Calf 
is favorably known and universally 
used by discriminating shoe manu- 
facturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 
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A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST STREET, BOSTON, MASS. 
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H. A. ELY, Manager, 
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Never did the general run of outdoor workers demand 
more service and comfort from their rubber footwear. 


Never were there so many men to supply. 


Never has your opportunity been greater for 
enlisting permanent year by year customers 
if you sell “U. S.” Rubber Footwear — 
the safest and most serviceable a man 

can buy. 


Prepare for the call of the many 
men in your locality who read 
our educational advertis- 
ing on “U.S.” Rubber 
Footwear in publica- 
tions that reach 
more than 
6,000,000 
outdoor 
workers, 
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BOOTS AND SHOES 


Winter Weather Increases Con- 
sumer Demand 


As has previously been said on this 
page, one touch of real Winter brings 
out the consumer demand, and such 
has proven the case in those sections of 
the country which have had a covering of 
snow this week. There has been a 
steady sale of light rubbers all through 
the Fail, for the season has been ab- 
normally rainy, yet it took a real snow- 
storm to bring on a rush demand at the 
retail stores, and a similar call at the 
distributing houses. The latter estab- 
lishments have uneven stocks, for while 
there is no over-abundance of any lines, 
there is a positive scarcity in others, and 
few houses can fill any order which in- 
cludes any sizable variety of sizes and 
styles. The wholesalers complain that 
they have not received orders given the 
manufacturers months ago, yet the 
manufacturers are running their mills 
to the utmost capacity and shipping 
goods as fast as they can be produced. 
Now that December is really here, new 
prices are becoming a suvject of conjec- 
ture. It is probable that the companies 
will send out new price lists the same as 
in previous years, January 1, though up 
to present writing no official announce- 
ment to that effect has been made. 


TENNIS LINES 


Mills Sold to Capacity for Several 
Months Ahead 


The present time is naturally a quiet 
season for tennis shoes. The whole- 
salers, of course, have had their orders 
in for months, as have the larger retailers 
who order from the manufacturers. 
Besides these, the wholesalers have 
many orders on hand from their retail 
customers. But besides this large 
amount of early business, there are 
reasonable expectations that the re- 
tailers who come here next month to 
attend the big convention will bring 
still more orders in their pockets, which 
will swell the aggregate early demand 
away above the total season’s sales of 





last year. The trade generally is appre- 
hensive as to the ability of the manu- 
facturers to fill the demand which is 
bound to exceed greatly that of last 
season. Wholesale houses are demand- 
ing earlier deliveries than usual, many 
who receive their goods in March 
requesting January or February deliv- 
ery. The mills are running to capacity, 
and will continue to do so until the 
Christmas shut-down, which, it is sur- 
mised, may be shorter than usual. 


CRUDE RUBBER 


Slight Advances Strongly Main- 
tained 


The crude rubber market was some- 
what excited last week when reports 
came from London to the effect that 
some houses had been able to contract 
for futures at specified terms four years 
ahead. In fact the actual figures were 
given, business for 1920 and to the end 
of 1921, at 2s. 644d. and for 1922 at 
2s. 6d. and for the whole of 1923, not 
less than 2s. 414d., all these prices being 
ex-warehouse London. Never in the 
history of the trade have prices and 
terms been made, or even offered, so far 
ahead. The receipt of this news had 
the effect of advancing New York 
figures about lc which was maintained 
up to time of writing. Demand, as a 
rule, is for small lots, few of the largest 
manufacturers buying heavily in this 
market. Now that the leading consum- 
ers are maintaining purchasing depart- 
ments at Singapore, transactions in 
New York and London, for American 
consumption, must naturally be smaller, 
though London reports considerable 
business for shipment to other ports 
during the recent longshoremen’s strike 
in New York. 

First latex pale crepe is quoted 534c 
for spot and forward, December-Janu- 
ary, and 54c for January-June. Smoked 
sheets 5214c and 53c for same periods. 
South American grades are steady ex- 
cept that upriver fine has dropped back 
to parity with other grades. Very little 
interest is shown in centrals. 
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We quote spot prices: 


First latex pale crepe.... ... 534% 
Smoked sheets............. .52% 
Brown Crepe...............47@.48 J 
Upriver fine para.......'.... 494% 
OS ere 48@. 48% 
Upriver coarse............. 35 
ISIAMGS COOTEO. 6.6.0.6 ss .21% 
Caucho ball upper.......... 35 
Caucho ball lower.......... .23% 
ee ere 28 
Centrals and Mexicans...... . 35° 
Guayule (20 per cent mois- 
ne 


SCRAP RUBBER 


Central Markets Uneven as Regards 
Demands and Prices 


The scrap rubber market is very 
quiet, though there is more doing in 
boots and shoes than in tires or mechani- 
cal scrap. Reports are uneven. New 
England is said to be feeling a consider- 
able demand for reclaimed rubber, 
while New York, Philadelphia, Buffalo 
and Chicago advices are to the con- 
trary. There is a marked firmness in 
the Eastern scrap market, while other 
central points do not report so favor- 
ably. Dealers are not anxious buyers, 
and offers are uneven. Here in Boston, 
dealers are reported to have paid above 
8c for boots and shoes, but no other 
market shows such figures. Collectors 
continue to report scarcity, though 
there is no doubt some are holding 
stocks for a rise, their theory being that 
with any increase in demand, stocks,in 
dealers’ hands will soon be absorbed, 
and quotations advance materially. 


We quote dealers’ buying prices: 

Boots and shoes: $8.00 to $8.25 in 
Boston; $7.75 to $8.00 in New York; 
$7.50 to $7.75 in Philadelphia; $7.50 
in Chicago. 

Trimmed arctics: $6.25 to $6.50 in 
Boston and New York; $6.00 to $6.25 
in Philadelphia; $5.75 to $6.00 in 
Chicago. 

Untrimmed arctics: $1.00 lower than 
trimmed arctics in all markets. 









BOOT AND SHOE RECORDER Dec. 6, 1919 


Nos a 


THE BETTER KIND 
PERFECT FITTING 








WILLIAM GREILICH 
& SONS 


Factory and Sales Offices 
Brooklyn, N. Y. 


N. Y. Office and Show Room 
Marbridge Bldg., 47 W. 34th St. 























MIM en 


News in Shoe Markets 
and Merchandising, 
ments in America’s Shoe Centers 


Manufacturi 


(ageaeeiaaal 


SERVICE MEN HONORED 


Impressive Services Under Auspices 
of Shoe Manufacturing Concern 


George E. Keith Company on Sun- 
day, November 23, unveiled bronze 
memorials erected by the concern in 
honor of the 544 employes who saw 
service in the world war, 18 of whom 
made the supreme sacrifice; also for 
Eldon B. Keith of the Company who 
died in London, England, while on a 
Government mission to that country. 
The memorials were unveiled at the 
Walk-Over Club Grounds. Later they 
will be placed in the hall of the execu- 
tive building of the plant. The address 
of the day was made by President George 
E. Keith of the Company, who paid an 
eloquent and heart-felt tribute to the 
employes who entered the service, 
to the extent of 16 per cent of the total 
number of male employes; and to his 
son, Eldon B. Keith, who designed and 
planned the Executive Building of the 
Company, which is now dedicated to 
his memory. Hundreds of employes 
attended the impressive services and 
joined in paying tribute to the men 
whose names were honored. 

The tablet in memory of Mr. Keith 
reads: 

Eldon Bradford Keith, 

Born in Brockton, Oct. 18, 1879. 
Died in London, Feb. 23, 1919. 
While On a Mission For the 
United States Government. 

This building is dedicated 
to the memory of 
An Obedient Son, A Loving Husband, 
A Devoted Father, A Loyal Brother, 
A Faithful Friend, A Good Citizen. 


DEATH OF BROCKTON SALES- 
MAN 


Decease of One of the Most Popular 
Young Traveling Men 

The death of Branch W. Martin, 

Middle Western salesman for Stacy- 

Adams Company, concerning which 


| CACAO 


Brockton 


news was published in last week’s issue 
of the “Recorder,’”’ came as a great 
shock to his many friends in the trade. 
He had been in poor health during the 
past few months and was not in the best 
shape when starting on his trip, yet 
no one had an idea that he was in a 
serious condition. He was taken ill in 
Nashville, Tenn., and died _ there 
November 19. President C. P. Waide 
of Stacy-Adams Company went to 
Nashville and brought the body to the 
home at West Stoughton, Mass., where 
the funeral was held on November 26. 
The bearers were all from Stacy-Adams 
Company, including: President Waide, 
vice-president W. H. H. James, Treas- 
urer John M. Mosher, Assistant Treas- 
urer Thomas Schofield, William A. 
French, head of the cutting department, 
and Superintendent B. Harrison Cort. 


TRIBUTE FROM HEAD OF THE 
HOUSE 


Testimony to the Worth and Ability 
of the Deceased 


Branch W. Martin was born in Little 
Rock, Ark., and after graduating from 
the high school in that city went to 
Memphis to enter the employ of the 
Sherron Company and the Herrold 
Company and was later transferred 
to Boston. He entered the employ of 
Stacy-Adams Company as a salesman 
about seven years ago. President Waide 
of the Stacy-Adams Company pays an 
eloquent tribute to Branch Martin. He 
said, ‘‘He always seemed to have this 
one desire, to not only learn the whole 
business but to get on the road at the 
earliest possible time. And he made 
good. It can be truthfully said that he 
could sell more shoes than any man in 
his territory. One of his favorite 
sayings here, when we would frequently 
comment on the rising prices, was ‘Never 
mind that; just put the name on the 
strap, put the prices oa, and let me get 
away. The firm has lost a good friend 
and a good salesman. He was a member 
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of the corporation and endeared himself 
to all with whom he was associated.” 

Mr. Martin is survived by a widow, 
two sons, Branch, Jr. and Hodges L., 
and one daughter, Lydia. He was con- 
nected with several fraternal organiza- 
tions and with salesmen’s and other 
commercial associations. The trip 
which was interrupted by Mr. Martin's 
death will be finished by G. Stacy 
Bearse of the selling force. 


UNTIRING IN THEIR ATTENTION 


For the Comfort of Salesman Dur- 
ing His Illness 


During the time that Branch W. 
Martin of Stacy-Adams Company was 
ill in Nashville, the members of the shoe 
trade in that city were untiring in their 
attention to his needs. In fact, they 
saw to it that both at the hotel and the 
hospital he lacked nothing which would 
contribute to his comfort. In _ this 
connection may be mentioned the names 
of the members of the Nashville trade 
who acted as special pallbearers from 
the undertaker’s establishment to the 
train which was to take Mr. Martin’s 
body to Boston. These are: Allen H. 
Meadors, W. T. Karr, W. A. McGavock 
and John A. Sullivan of John A. Mead- 
ors & Son; Henry Thornton, George 
Crowdis, Joseph Hanifin and John 
Dollard of Maxwell House Shoe Com- 
pany; also John W. Ware and Charles 
L. Thomas, both of Nashville. 


ON BOARD OF DIRECTORS 


Member of Local Concern Repre- 
sented in Export House 


Albert Doyle of Wall, Streeter and 
Doyle, Inc., of North Adams, Mass. and 
Wall, Doyle and Daly, Inc., of this city, 
was chosen a Director of the Hispano- 
American Buyers at a recent meeting of 
that concern, held in Havana, Cuba. 
This house has offices at Havana and 
Cienfuegos, Cuba; Vigo, Spain and 
Boston. 
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COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory,118 Phoenix Row 





Besten Office, 110 Lincel: St. HAVERHILL, MASS. 








WHITES THAT ARE WINNERS 
HAIN MAINY 


HARTMAN eTle)4 “COMPANY 


HAVERHILL, a 





The Line of 100 pestes 
of Comfort Shoe 
Juliets — Oxfords — Bale 
A en, py rete 
Gored_ Front Oxfords — 


TIMSON Bae. co Ine. 
Boston, Mass. 











IN STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 





on DELIVERIES 


Patent Leather Hand- 


BARNETT SHOE CO. 








110-112 Summer St., Boston, Mass. 








Si Aimericas foremost 
@x\\_\ FELT SLIPPER 





Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
he IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis Mo. 











%, The House of Service 
A r, v Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
121) Washington Ave., St. Louis 











SELLS SHOES IN LATIN- 
AMERICA 


Including Lines of Made-in-Brock- 
ton Footwear 


Avelino de la Puente, a young 
Spaniard, was in Brockton recently 
preparatory to a shoe selling campaign 
in Latin-American Countries. He will 
represent several shoe manufacturing 
concerns, including a Brockton line of 
men’s fine footwear. Senor Puente is 
associated with Hispano-American Buy- 
ers’ Company with headquarters in 
Boston. exporting to Latin-American 
countries lines of goods manufactured 
in the United States. The extent of its 
activities may be noted in a recent 
shipment of eight carloads of Ford 
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automobiles to Spain. Senor Puente’s 
work is exclusively in shoe selling. His 
forthcoming trip will take him to Cuba, 
Porto Rico and Santa Domingo, cover- 
ing about four months’ time. He says 
American-made footwear is very popular 
in his territory and that high prices do 
not restrict sales. 


BROCKTON SHOE SHIPMENTS 


Show Gain Over Corresponding 
Period of a Year Ago 


During the past week 13,253 cases 
of shoes were shipped from Brockton, 
bringing the total for the year, up to the 
present time, to 667,952 cases. A year 
ago at the same time the total shipments 
were 563,750 cases. 


Haverhill 


STYLE DEMANDS OF FOREIGN 
BUYERS 


Many Want Strictly American 
Styles of Footwear 


A member of a shoe manufacturing 
house in this city, which has for maay 
years sold women’s footwear in foreign 
countries, says, in regard to style re- 
quirements of foreign buyers ‘‘A buyer 
from Denmark, who was recently in 
our factory and placed a large order, 
selected exclusively shoes on American 
lasts and patterns. He wanted the most 
up-to-date styles, which we are selling 
in the United States. A substantial 
order recently sent us from an Austral- 
ian customer also called for strictly 
American styles, with the long vamp, 
narrow toe and high heel. Similar con- 
ditions prevail in orders from concerns 
in the Northern countries of Europe. 
The British Isles and Iadia demand 
principally shoes with broad wide toes 
and low heels. During our years of 
foreign business we have used many 
types of lasts, suitable for numerous 
countries. These lasts we have stored, 
and we consider ourselves fortunate to 
own such lasts at a time when conditions 
in last production might cause serious 
delay in their duplication.” 


LARGE ORDERS FOR SPRING 


Salesmen Have Booked Big Business 
for Coming Season 


Returning representatives of Haver- 
hill shoe manufacturing concerns, selling 
the retail and department. store trade, 
report record-breaking sales of footwear 
for the coming season. High prices 
have had no effect whatever in checking 
business. Not only as regards value, 
but ia number of pairs, many records 


have been broker by Haverhill salesmen 
in their business for the Spring of 1920. 
Factories are sold up ahead and full 
production is the rule everywhere. 
With practically all the Haverhill shoe 
manufacturers it isn’t a question of 
making sales but of getting goods out 
of the factories, in response to insistent 
demands of their customers in all parts 
of the United States. 


INTEREST IN NATIONAL 
CONVENTION 


Haverhill Will Take Prominent Part 
in This Event 


Numerous Haverhill shoe manufac- 
turiag concerns will be represented at the 
style exhibition to be held in Boston, in 
connection with the annual convention 
of the National Shoe Retailers’ Conven- 
tion, January 12-15, 1920. New sam- 
ples are now being prepared for the 
exhibition, in which Haverhill-made 
footwear will play a prominent part. A 
feature of the show will be a runway, on 
which shoes will be shown on the feet of 
feminine models, gowned in fashion’s 
newest creations. Several thousand 
retail shoe merchants will be in Boston 
at that time and naturally will be 
greatly interested in all that pertains to 
the latest ideas in shoes. Haverhill 
will be at the front in this regard, main- 
taining its reputation for excellence in 
the production of feminine footwear, in 
turns, welts and McKays. 


MAKING TURN SHOES 


New Concern Formed for Producing 
Women’s Footwear 


C. M. & E. B. Leavitt Company, one 
of Haverhill’s new shoe manufacturing 
concerns, has been formed for the pur- 
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pose of making women’s turn footwear. 


The senior member was formerly con- 
nected with F. E. Leavitt & Co. E. B. 
Leavitt is the,son of F. E. Leavitt, a 
well-known shoe manufacturer of this 
city. The factory quarters will be 
located on Locke Street. 


SHOE MANUFACTURER WEDS 


Prominent Member of the Local 
Trade Married in This City 
Miss Dorothy J. Suttie was married 
on November 19 to Bernard L. Durgin 
of Liberty-Durgin, Inc., shoe manu- 
facturers of this city, the wedding tak- 
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ing place at the home of Mr. Durgin. 
They were attended by the bride’s 
mother, Mrs. Charles L. Suttie of Yar- 
mouth, N. S., and the groom’s father, 
Willard Durgin. Following the cere- 
mony there was a reception attended by 
guests from Haverhill and other cities. 
After a wedding trip Mr. and Mrs. Dur- 
gin will reside in the Bradford district 
of Haverhill. The groom is a popular 
member of the Haverhill trade and is 
well known among the wholesale shoe 
buyers. He will receive many congratu- 
lations from the trade, with best wishes 
for future happiness. 


Milwaukee 


THE RETAIL TRADE 


Present Situation and Future Out- 
look Satisfactory 


For the first time in nearly fifteen 
years, Thanksgiving Day in Milwaukee 
was accompanied by a snowstorm, the 
first of the season. Usually the first 
snow comes early in December. Change- 
able temperatures after the holiday 
made the city streets slushy, resulting 
in a marked call for rubber footwear 
which local merchants were poorly 
prepared to meet, in view of the general 
shortage of rubbers, storm boots, etc. 
The unfavorable weather conditions 
affected business to some extent, but 
on the whole the trade expresses satis- 
faction over the present situation and 
future outlook. Boot and shoe manu- 
facturers are kept busy at utmost 
capacity on orders for current and 
future delivery. 


IN FULL SWING 


At the Factory of Rohn-Ryan Shoe 
Company 


Milwaukee’s newest boot and shoe 
factory, that of the Rohn-Ryan Shoe 
Company, 414-416 Fourth Street, now 
has regular production in full swing. 
The daily output at first is about 250 
pairs, but this will be increased to 
1,000 pairs a day as rapidly as new 
equipment can be installed and manned. 
With the beginning of quantity output, 
the new corporation has amended its 
articles to increase the capital from 
$50,000 to $100,000. 


ACTIVITIES BEGUN 


At the New Plant of the Menzies 
Shoe Company 


The new plant of the Menzies Shoe 
Company, affiliated with the Nunn, 
Bush & Weldon Shoe Company, Mil- 
waukee, which has been erected at 


Fond du Lac, Wis., and equipped at an 
aggregate cost of nearly $200,000 began 
operations November 24. On Satur- 
day, November 20, the company held 
a mammoth reception to the people of 
Fond du Lac, and between 2,500 and 
3,000 men, women and children accepted 
the hospitality of the new industry. 
H. L. Nunn, treasurer of the company, 
made an address, and J. O. Humbert, 
who is general superintendent of the 
new plant, also spoke at the reception, 
which was followed by dancing and 
refreshments. 


CAPITAL INCREASED 


Of Jung Shoe Company and Davies 
Shoe Company 


The Jung Shoe Company, Sheboygan, 
Wis., which is making extensive enlarg- 
ment of its plant and equipment, has 
increased its capital stock from $300,000 
to $400,000 by making a new issue of 
$100,000 common stock. 

The Davies Shoe Manufacturing 
Company, Racine, Wis., which recently 
purchased the plant and business of the 
Palma Shoe Company at Waupun, 
Wis., has increased its capital stock from 
$50,000 to $250,000. The output of 
the main factory at Racine is being 
increased to 1,200 pairs a day, while the 
Waupun branch, with an _ existing 
capacity of 300 pairs, will soon be turn- 
ing out 500 pairs a day. 


EXTENSIVE ALTERATIONS 


Planned for the Beals & Torrey 
Shoe Company 

The Beals & Torrey Shoe Company, 
85-89 Buffalo Street, Milwaukee, has 
engaged Architect Herman J. Esser, 
Camp Building, to design extensive 
alterations ir its general offices to pro- 
vide much-needed room for the growing 
organization. New furnishings, fixtures 
and furniture will be installed, making 
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Were To Buy 
Women's Shoes 





Every trade advantage is 
possible to dealers buying 
the models of fine shoe- 
making we show. We can 
provide styles and work- 
manship at prices that 
make it pay to send orders 
our om spies? Sure! 
Any time. Write today 
L. 5 oe oy SHOE to. 

73 South St., Boston, Mass. 








BOUDOIR SLIPPERS ;*, 


Black, $1.60 
Colors, $1 roll 
Less 5% 10 
Goods shipped 
order is received 
Baker 


Shee 
280 River St. 
Haverhill. Mass 





seneeeces, 





PHILLIPS-CRAM CORP. 
Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mase. 
Boston Office, 207 Essex Street 








SPECIALISTS IN. 
Wemen’s Footwear 
Welts, Turns and = 


McKays 
IN STOCK 











Childrens Shoes 





SOFT SOLES 
A Wonderful Line for the 
Wholesaler 
All leather 
from $4. iia ards 
rom war 
—~" ofan all 
im) tra 
seam 
NU BABY SHOE CO = * mn = 








Tredlite Steppers 
for Boys and Girls . 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


HenryKleine & Ce. 
Chicago 








SOFT SOLES 


We make a_ com- 
gicte Be aoe of Soft Sole 
aby S' 
Send = price list. 
THE REYNOLDS SHOE 
& GLOVE CO. 








Se. W. Cor. 3d & Main Sts. 
Cincinnati, Ohie 














Stacy Adams Ce. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
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Gentlemen’s 
Shoes 


A. E. Nettleton Co. 


SYRACUSE, N. Y. 














STON DEPTS <> 


1S AT YOUR SERVICE 
THe STETSON SHOE CoN 


Soutw WeyvmoutTn,Mass. 











STYLE and SERVICE 
in SHOES for MEN 


ancom 
616-617 


E.S. TORREY ace 
BuiLoInNs 


10 HIGH ST. 


BOSTON, MASS. 











JOHN 


RPHY 
YY SHOE 


@Price and Factory 


mewaRn ms 
va 








HOMP. 
MEN'S FINE 5 
——srRoc 


SON BROS. INC 
KTON 
































Where to Buy 3 


ANTED 
STYLES 


Am extra editorial service to “Recorder” 
readers, free for the asking, with authentic 
information on current problems. 
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the headquarters as fine and _ well 
equipped as any in the Middle West. 


INCORPORATION ARTICLES 
Of Luddington RubberCompany and 
Chippewa Valley Shoe Company 

Articles of incorporation have been 
filed in behalf of the Luddington Rub- 
ber Company of Milwaukee, a $100,000 
corporation organized by W. G. Gruber, 
R. G. Hayden and B. F. Cooke, Jr., to 
manufacture and deal in all kinds of 
rubber merchandise. 

A charter has been issued in Wiscon- 
sin to the Chippewa Valley Shoe Com- 
pany, organized with a capital of 
$25,000 by J. W. Danner, W. F. 
Larrabee and Charles E. Danner, all 
of Chippewa Falls, Wis. The articles 
grant the right to manufacture and 
deal in boots, shoes, etc., at wholesale 
and retail. 


A RE-INCORPORATION 

Of the Chas. S. Weisse Company, 

Sheboygan Falls 
The Chas. S. Weisse Company, 
Sheboygan Falls, Wis., tanner and 
leather manufacturer and dealer has 
been re-incorporated as Charles H. 
Weisse, Inc., with a capital stock of 
$25,000. The Weisse plant recently 
was destroyed by fire and shortly after- 
ward Charles H. Weisse, head of the 
concern, was killed by falling debris at 
the ruins. Henry C. Weisse, Carl A. 
Wagner and Charles R. Rice are the 

incorporators of the new firm. 


BADGER BRIEFS 


Interesting News of Shoe Men and 
Shoe Stores 

Fred C. Koepsell, formerly a promi- 
nent retail shoe merchant in Milwaukee, 
died November 23 after a long illness. 
He was 48 years of age. Ill health made 
it necessary for him to retire several 
years ago. 

The Milwaukee store of G. R. 
Kinney & Co. will be transferred about 
March 1 to a new location at 211-213 
Third Street, which will give about 
three times the floorspace of the present 
store at 204 West Water Street. 

A new men’s shoe and clothing store 
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has been opened by George Walsh in 


the Dengle Building at Appleton, Wis. 
Mr. Walsh formerly was in charge of the 
shoe and clothing section of the Wm. 
Laux Company department store. 

C. F. Reineking has purchased the 
business of Louis Nauth at Kiel, Wis. 
The Nauth store is known as The Hub 
and carries a complete stock of men’s 
and boys’ shoes, clothing and furnish- 
ings. 

Bartmann & Son, Marshfield, Wis., 
have moved into a new location, in the 
former Brackendorf store, which has 
been thoroughly remodeled and re- 
equipped. 

MORE BRIEFS 
Happenings in Marinette, Rome, 
Hartford and Sparta 

O. A. Haase, proprietor of boot shops 
at Oshkosh and Marinette, Wis., is 
recovering from a bad attack of blood 
poisoning in his right foot, which 
recently necessitated an operation at 
St. Luke’s hospital in Chicago. Sur- 
geons performed an “army operation” 
to save the member. 

John Kocie, a pioneer shoe retail 
merchant of Rome, Wis., passed away 
November 10 at the age of 65 years. 

The Hartford Co-operative Company, 
Hartford, Wis., will add one-third more 
space by taking over the second floor of 
its building. The shoe section will be 
considerably enlarged by the improve- 
ment. 

A new electric boot repair shop has 
been established at 111 East Oak Street, 
Sparta, Wis., by Frank Nielson, for- 
merly with Jensen & Jones and more 
recently with the E-C-V Company shoe 
stores at Sparta. 


A VISITOR 
Jacob J. Blumenfeld of Atkinson- 
Blumenfeld Company 

Jacob J. Blumenfeld, member of 
Atkinson-Blumenfeld Company, job- 
bers, 89-91 Bedford Street, Boston, 
Mass., spent several days in the Mil- 
waukee market last week, to visit old 
friends as well as transact business. Mr. 
Blumenfeld formerly was general man- 
ager of the Espenhain Department 
Store in Milwaukee. 


Chicago 


THE RETAIL TRADE 
Shoe Merchants Doing Their Bit to 
Stimulate Public Demand 


Thanksgiving week was not a very 
influential factor in boosting business 
to any material extent among the local 


shops. The weather for this time of the 
year has been extremely mild and par- 
ticularly so during the week of this 
holiday. It is general that a lack of 
public demand actually exists, which 
condition is not due to present prices, 
but to inconsistent, unseasonable 
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weather for one reason and to an under 
current of indecision on the other hand. 
Every merchant is putting on extra 
effort to obtain business as is evident 
by the large newspaper advertisements 
that are appearing regularly, being 
used not only by exclusive shoe stores 
but the department stores are alloting 
considerable display space to their shoe 
department. 


Outlook Bright 


It is generally predicted that business 
from now on until after Christmas will 
be brisk and active. The outlook is 
especially bright and the merchants are 
fully prepared for a big pre-holiday 
trade. This week has witnessed the 
introduction of a few days of snappy, 
cold weather, that it is hoped are 
harbingers of a siege of real Winter 
temperatures. This will result in 
developing local trade to an exception- 
ally high mark as in keeping with this 
time of year. 





LOSES SON 


Dave W. Saifer Receives Sympathy 
of Trade 


Floyd Irvin Saifer, 20-months-old son 
of Dave W. Saifer, secretary of the 
Novelty Shoe Company, Chicago, died 
on November 18. Burial was at Little 
Rock, Ark. 


BOOSTER CLUB 


Of the Walk-Over Stores 
Dinner and Dance 


The Walk-Over booster club is a 
business and social organization, the 
membership of which is made up of the 
employes of the three Chicago Walk- 
Over stores. The regular meetings of 
the organization are devoted largely to 
consideration of problems arising in the 
regular course of business which con- 
cern the employes as well as_ the 
management. Any matter which in any 
way affects the welfare of any of the 
stores or any of the employes may be 
discussed in these meetings. 









Holds 








For Better Service 


It is an efficiency organization; an 
association whose main object is to 
better the service of the stores by a 
closer co-operation among the employes 
and more friendly feeling and closer 
relationship between employes and the 
management. The development of the 
social side of life is considered as one of 
the best ways to promote friendly un- 
derstanding among the members of the 
organization. 

Wednesday night, November 26, the 
Booster Club gave a banquet and dance 
at the Morrison rfotel. As is the cus- 
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tom on such occasions the wives and 
friends of the men were invited. Also 
the managers of each of the three Walk- 
Over stores and their wives. 

About 80 were present and a most 
enjoyable evening was spent. After the 
dinner a program of, reading and music 
was carried out. Among those appear- 
ing on the program was M. R. Curran, 
manager of the Walk-Over store at 
Naples, Italy, who rendered two vocal 
solos in a most creditable manner. 


THE WHOLESALE TRADE 


Increasing Call for Rubbers and Felt 
Goods 

There was a diminishing demand 

among wholesalers during the past 

week for novelty footwear, but this was 

largely offset by the increasing call for 
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TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 






























































































FRANK TANNEBAUM 


Assistant Manager of I. Miller Store, 
State and Monroe Streets, Chicago 


rubbers and felt goods. Orders for the 
latter two items are coming in in great 
volumes. The wholesalers report that 
dark tan colors in the English and broad 
toe lasts for men’s shoes are selling well 
for immediate delivery, while two tones 
such as brown calf vamp with suede 
tops and black vamps with suede tops 
in both button and lace for men are 
having an exceptionally good call for 
future delivery. In the women’s lines 
Havana hwwn boots and black with 
low heels are the strong sellers for im- 
mediate demand. Black is the pre- 
vailing color ix popularity in the whole- 
sale trade. There has been a limited 
call for button boots. 
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GUARANTEED 
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DO YOU KNOW? 


that you can buy it—or 
it— through the 
tri | ‘‘Where to Buy” columns. 
ie} This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 








Everybody in the SHOE TRADI 
knows uS, originators of labels 
for Shoe Cartons. Send for sar 
ples which speak for themscive 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
elephone Beach 4960—4961 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Ce., Ine. 
67-69 Murray St. 
New York 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
werchants. 








FREDERICK TILT ELECTED 


Secretary and Director of the J. E. 
Tilt Shoe Company 
At a recent meeting of the stock- 
holders of the J. E. Tilt Shoe Company, 
Chicago, Frederick Tilt was elected 
secretary and director of the J. E. Tilt 
Shoe Company. 


NEW SHOE STORE 


Cantilever Shoe Shop, Inc., Opens 
December 1 

A new shoe store operated along 
special lines was opened on December 
1 on the fifth floor of the building 
located at 30 E. Randolph Street, 
Chicago. This will be called The 
Cantilever Shoe Shop, Inc., and it will 
be devoted exclusively to retailing the 
Morse & Burt Co’s. Cantilever Shoe, 
built along orthopedic lines, the bulk 
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of the styles comprising this line being 
made up in modish lasts and patterns. 
George G. Cropsey, formerly buyer for 
the Golf Shop, and more recently with 
Alfred J. Ruby’s retail establishment, 
will be manager of this store 


CHANGING LOCATION 


The Adler-Jones Company to Move 
December 15 


The Adler-Jones Company, manu- 
facturers and importers of artificial 
flowers and decoratives, now located at 
333 S. Market Street, will move 
December 15 into larger headquarters 
at 206 S. Wabash Avenue, corner 
Adams Street. This location will give 
this concern enlarged facilities, show 
rooms, offices and factory in the heart 
of the Chicago loop, and will be easily 
accessible by all the trade. 


St Louis 


THE RETAIL TRADE 


Conditions Good—Steady Demand 
for Well-Established Styles 


The retail trade reports a very good 
business and steady demand for the 
styles which have held the center of the 
stage since the opening of the Fall and 


THE WHOLESALE TRADE 


No French Last Shoes Except on 
Special Orders 


The wholesale district in St. Louis 
continues to move along in about the 
same manner as has been reported dur- 
ing the recent weeks. There has been 


Sinks heute te 


Home of Juvenile Shoe Corporation 


Winter season. There has been no 
noticeable demand for the French last 
from the consuming trade, but the retail 
shoe merchants are watching the condi- 
tions and are prepared to discourage it 
so far as is possible. Only under really 
active pressure will the French last be 
stocked and then only sparingly until a 
better view of the prospects for the 
future can be seen. Certainly, there is 
no disposition apparent to cancel any 
Spring orders already placed and sub- 
stitute French last goods in any degree. 


no change in the pressure for merchan- 
dise, nor in the shortage of labor, nor 
in the high prices. Style changes, at 
least for mid-season, are not being 
countenanced and there is little disposi- 
tion to give serious attention to the 
French last. The manufacturers here do 
not intend, so they say, to be stampeded 
by a mid-seasor. style and any way their 
orders are in such shape that they can- 
not make any changes in the operations 
of their factories at present. Moreover, 
the feeling is that the demand for the 











Dec. 6, 1919 





French last will have to be a genuine one 
from retailer and consumer before any 
real steps will be taken to meet it. In 
fact, the general attitude is that any 
French last goods made row will have 
to go through on special orders signed, 
sealed and delivered. No chances will 
be taken. 


FACTORY BUILDING LEASED 


By Enterprise Shoe Company—Ma- 
chinery Being Installed 


The Enterprise Shoe Company has 
leased a building in East St. Louis and 
is installing machinery with a view to 
putting into operation a plant which 
will at first employ 100 girls and will 
increase the force to 200 as soon as they 
can be gathered and trained and ma- 
chinery placed for them. The company 
is understood to be a subsidiary of one 
of the larger houses of the St. Louis side 
of the river, but no definite information 
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on this point is obtainable. A cafeteria 
is to be run in conjunction with the 
plant. 

It is also understood that other 
shoe factories are to be started in East 
St. Louis, which hitherto has not had 
any such plants of consequence. 


NEW BUILDING 


‘Grofnek & Weiss Shoe Company 
Tripling Floor Space 


The Grofnek & Weiss Shoe Company, 
of St. Louis, a: recently organized job- 
bing firm has leased a new building 
to be erected at 1325 Washington Ave- 
nue, and will occupy the two-story 
structure to be built as soon as it is 
completed. The new building will 
triple the floor space occupied now by 
the firm at 1413 Washington Avenue. 
The exterior of the new building will be 
finished in terra cotta and it will be 
modern in equipment. 


Cincinnati 


THE BUSIEST EVER 


Retail Shoe Merchants Transact Big 
Volume of Business 





The coming of real Winter weather 
during the past week has lent con- 
siderable impetus to the buying at the 
local retail stores. A greater volume of 
heavy footwear has been sought by the 
public. Stores ranging from the highest 
grade to those carrying the lowest 
grades have been doing a rushing busi- 
mess throughout the week. Retail 
merchants in all parts of the city pro- 
mounce the week the busiest of the Fall 
season and one unequalled in the 
aggregate of sales. 


FORMAL OPENING 


Of New Stetson Boot Shop at Sinton 
Hotel Building 


Wednesday, November 19, the new 
Stetson Boot Shop held its formal 
opening in its new location in the 
Sinton Hotel building. The new Stet- 
son Shop is among the finest exclusive 
stores in the city. The shelving and 
counter fixtures are all in a fine walnut, 
artistically designed and so arranged 
as to break the monotony of the stereo- 
type walls of cartons usually seen in 
shoe stores. The fitting chairs and 
stools are in brown wicker. The tile 
floor is covered in fine wilton rugs, one 
for each group of four fitting chairs. 
Manager C. L. Patterson reports a very 
good business during the past week in 
spite of the fact that considerable time 
was lost in moving. 











SHOE FAIR DEVELOPMENT 


Large Number of Merchants Com- 
ing January 8, 9, 10 


Developments in the progress of the 
Cincinnati Shoe Fair are most gratifying 
according to late reports from W. T. 
Dickerson, chairman of the Fair Com- 
mittee. Aside from additional reserva- 
tions for display space from manu- 
facturers during the past week, healthy 
reports are coming from various parts 
of the country, especially the South 
and Southwest, that large numbers of 
merchants will come to Cincinnati 
January 8, 9 and 10, the dates of the 
fair. Many merchants have decided to 
come to the Cincinnati Fair for the three 
days prior to the National Shoe Re- 
tailers’ Convention in Boston, since it 
has been announced that a_ special 
“shoe train” will run through from 
Cincinnati to Boston, leaving Cincinnati 
January 10, Saturday evening, and 
arriving in Boston on the evening of 
January 11. The Cincinnati Shoe 
Travelers’ Association is encouraging 
retail shoe merchants everywhere to 
make it a point to attend the National 
Convention and urges that they make 
their plans for a stop-over at Cincinnati 
and take advantage of the special shoe 
train. 

Committee on Models 


At a meeting of the Shoe Fair Com- 
mittee last Wednesday the following 
committee on models, costumes, stage 
settings, etc., was appointed: Ash 
Kennedy, chairman; Wm. P. Hennesy 
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ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 

to latest fashionable and permanent cordovan 

shades. AINT! 

Write us for full information. Send pair for 

“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 

Recoloring Department, 157 Kingston St. 

Boston, Mass. 
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PROVIDENCE FA.t. 
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900d shoe buckles 
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L. ALTERSON & CO. SU cKiey 
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| 1602 W 34 St., New York City N.Y. 
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TRADE MARK 
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MANUFACTURED BY 
H. W. RAMSAY & COMPANY 
77 BEOFORD STREET, BOSTON, MASS 
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Made Ezclusively by 
THE FEDERAL OVERGAITER CO. 
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“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
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Where to Buy 


Men’s Shoes 











Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Salesroom 
New York, N. Y. 





The Shoe Factory 
Above the Mark __ Breckton 








THE “TQUGAS” SHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE Co. 
161 Summer St., Boston 
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who care to dress 
——- - + = 
TDBARRYCO 
TRADE rane nto Brockton. Mass. 




















FINE FASHIONS FOR MEN 


PLAIN 


MADE CARTONS 





FISKE SHOE & LEATHER CO. 


717-719 A 

















Where to Buy 


Men's, Women’s and Children’s Shoes 








SPOT 


Popular [Priced and Good Style 
McKAY SHOES for Little People. 
IN STOCK 


Write F. W. HAHN CO., Rochester, N. Y. 











ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 
Cable “Bershu” 


We Will Handle Your Foreign Business 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 
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and Claude Orr. Chairman Kennedy 
already reports that he assures visiting 
retailers a treat for their money in the 
live-model proposition. 


Special Shoe Trims 


In addition to the whole-hearted 
support which the local manufacturing 
concerns have lent the Cincinnati shoe 
travelers in making the First Semi- 
Annual Cincinnati Shoe Fair a great 
success, the local retail shoe merchants 
have announced that they would turn 
over their entire show window space to 
the display of Cincinnati-made footwear 
during the Fair week. The Smith-Kasson 
Company, not an exclusive shoe store, 
will devote its entire 13 windows to 
nothing but shoes that week. The 
H. & S. Pogue Company, The Mabley & 
Carew Company, and The McAlpin 
Company, all large department stores, 
will give freely of their wirdow space. 
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Special shoe trims in all the stores will 
be arranged, and the slogan “Art in 
Shoes”’ which has been adopted by the 
fair will stand out strongly throughout 
the city. 
A VISITOR 
Ben Scheurer of Juvenile 
Corporation 


Shoe 


Ben Scheurer, sales manager of the 
Juvenile Shoe Corporation, was a 
visitor in the city this week. 


BUSINESS GOOD 


At Potter Shoe Store—Sales Ex- 
ceeding Past Records 

Business at the Potter Shoe Store 
this week has been exceptionally good 
according to Harry McLaughlin, man- 
ager. The store has been crowded with 
customers almost to a surprising degree. 
Mr. McLaughlin says that sales this 
Fall have exceeded all previous records. 


Indianapolis 


BELOW NORMAL PRODUCTION 


And Its Effect on the Wholesale 
Shoe Trade 


Production of shoes is so far below 
normal that practices which would have 
been declared absurd before the war are 
being adopted by Indianapolis whole- 
sale shoe merchants as the only solution 
to the new difficulties. 

For instance, C. H. Crowder, presi- 
dent of the Crowder-Cooper Shoe Com- 
pany, of this city, has been preparing 
an order for felt shoes for next year 
without knowing what price he would 
have to pay for them when they are 
delivered. 

“T had heard that this was being 
done,”’ said Mr. Crowder, ‘‘and I swore 
I would never do it. However, I have 
had to change my mind. We have to 
order this way if we expect to get any 
supplies for next year. Once upon a 
time a representative of a shoe factory 
was called or to use his best selling talk 
to sell us shoes. Now it is a case of his 
being kind enough to assign a shipment 
to us. We will not know what the 
price will be until the new lists are issued 
in January.” 


STORE SOLD 


E. L. Bechtold, Wabash, Succeeded 
by L. E. Carter 


E. L. Bechtold, of Wabash, Ind., has 
sold his shoe store there to L. E. Carter 
who has been operating a retail shoe 
store at Geneva, Ind. Mr. Bechtold is 
one of the oldest merchants of Wabash, 


having been engaged in the retail shoe 
business there for the last 37 years. He 
has announced that he will retire from 
active business for the present. 


AT AYRES 


Business Satisfactory, Women’s 
Black Shoes Favorites Everywhere 


Business in the shoe department of 
the L. S. Ayres & Co. store has been 
very satisfactory, Mr. Davis said, the 
only complaint being in the inability to 
obtain enough of the kind of shoes 
people are demanding. Sales have been 
rather quiet for the last few days, he 
said, due not doubt to the unsettled 
condition of the coal situation. 

Practically all of the local retail shoe 
merchants report that in women’s 
lines, blacks are rapidly becoming the 
favorite.. A big demand is also reported 
on dancing pumps and buckle slippers. 


RECENT DEATHS 


Oliver Stanler, Salem and C. C. 
Klein, Huntington 


Oliver Stanler, age 88, one of the 
pioneer shoe merchants at Salem, Ind., 
died recently at his home there, follow- 
ing a brief illness. He owned and 
operated one of the leading shoe stores 
in Salem for the past several years and 
was actively engaged in the business 
until he became eighty years of age. 

C. C. Klein, widely known shoe mer- 
chant at Huntington, Ind., died recently 
at his home in that city. He was born 
in Germany in 1839, and came to Amer- 
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ica when he was 18 years of age. He 
located in Huntington in 1864, and en- 
tered the retail shoe business with John 
Meyer under the firm name of Meyer & 
Klein and was actively engaged in 
business at the time of his death. A 
widow and five children survive. 


A REMOVAL 


Walk-Over Shoe Store at 
Bloomington, Ind. 


The Walk-Over shoe store at Bloom- 
ington, Ind., has been moved to the 
east side of the public square to the 
room formerly occupied by the Fashion 
shoe store. The latter, owned by Roy 
J. Scoville, was sold to the Vaile Shoe 
Company, of Kokomo, and the stock 
was moved to that city. 


Of the 


BYRNE R. BURNE 


Shoe Department Manager at 
Mauzy Store, Rushville, Ind. 


Byrne R. Burne of Wapokoneta, O., 
has been appointed manager of the shoe 
department at the Mauzy department 
store at Rushville, Ind. Mr. Burne, 
who is a former soldier, began his new 
duties last week. 


INDIANA ITEMS 


Many Sales of Wooden Shoes in 
Bartholomew County 


. The clatter of wooden shoes is being 
heard in ever increasing volume in 
Bartholomew county, according to 
recent reports emanating from that 


territory. This brand of footwear, sold 
by only one concern in the county, are 
being bought rapidly by German resi- 
dents, it is reported. Thirty pairs were 
sold in the last few days, while formerly 
sales never amounted to more than a 
half dozen pairs in a year. The price 
is $1.15 a pair for women’s wooden shoes 
and $1.25 for men’s. 


SHOE DEPARTMENT 


For Women’s Footwear Added to 
Roberson’s 

Roberson’s, a women’s ready-to-wear 
shop at Washington, Ind., has just 
added a women’s shoe department, to be 
in charge of W. T. Roberson, part 
owner of the shop. Mr. Roberson was 
for 10 years in charge of the shoe 
department at the Cabel & Kauffman 
department store there. 


HIGH HEELS 
No Reduction in Sales Despite Anti- 
Campaign ry 


The Women’s Athletic Association of 
DePauw University at Greencastle, 
Ind., is conducting a campaign at the 
university to try to get the girl students 
to abandon the wearing of high-heeled 
shoes. In their campaign they are 
pointing out that the high heels injure 
the nervous system, ruin the feet and 
tend toward a one-toed race. Green- 
castle shoe merchants report they have 
noticed no reduction in the sale of high- 
heeled footwear since the campaign 
began. ; 


Cleveland 


PUBLICITY COMMITTEE 


. For Northern Ohio Shoe and Leather 
Club Appointed by President 


At a recent meeting of the Northern 
Ohio Shoe and Leather Club, a com- 
mittee on publicity was appointed by 
the president, C. E. Petot, as follows: 
E. A. Clark, Albert Dorn and George 
W. Greber. 

Mr. Greber asserted after the meeting 
that it would be the policy of the com- 
mittee to see that the activities of shoe 
merchants and members of the club are 
not mis-represented in the press. 

A discussion of trade conditions fol- 
lowed and every speaker agreed that a 
year of unprecedented prosperity is 
ahead; also that a record breaking 
volume of business is in store for the 
Cleveland shoe merchants. 


The annual Christmas shopping is 


expected to set a record this year, and ' 


merchants who were expecting a de- 





crease in prices, are frantically search- 
ing the markets for what they want. 


BOOSTING SALES METHOD 


Explained by C. K. Chisholm— 
Used in His Stores 

One of the most effective methods 
used by Cleveland merchants to boost 
sales under prevailing price conditions 
was disclosed at a meeting of the 
Northern Ohio Shoe and Leather Club. 
The expose came from C. K. Chisholm, 
and he explained that the method is 
being used with success in all of his 
stores. 

Enter a Chisholm store and the 
salesman will first try on a medium 
grade and medium-price shoe. The 
customer immediately decides that the 
prices for shoes are not so high after all. 
If the sale is not made right off the reel, 
then the salesman tries on a_ better 
grade shoe, and quotes a higher price. 
(Continued on page 115) 
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Where to Buy 


Miscellaneous 















RUBBER TOE-SANdals 
For Modern Footwear 
The Molded he ye strap is 

strong and elastic 
we, | be ag SMITH 





e clusive 
ra naw voun CHICAGO 











SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNEB— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Shoe Store gg on Settees, 
- se Eo Screens, etc., 
Ww Window Display Fixtures 


aie a 


on 
Request 
THe Oscar OnKEen Co. 
1141 W. 4th St., Cincinnati, Ohio, U. S. A. 
















Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Large Variety of 
Color Effects Agents Wanted 

-DECO DISPLAY SERVICE 
lo Boston 








WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots and sh - By Write 
for catalog. 











REECE SHOE COMPANY 
Columbus, Nebraska 








4 Gl ALD ALDERWOOD ¢ PREG y 








Where to Buy 


Rubber Footwear 








DISTINCTIVE 
RUBBER 


FOOTWEAR 





CAMBRIDGE RUBBER CO.CAMBRIDGE MASS 








Buyers’ Easy Reference 


*“hose totally different shoes ” 


Women’s 
Brogue Oxfords | 


IN STOCK 


Stock No. 4559—Pfister & Vogel’s Russia 
Calf B e, Goodyear Welt, 12-8 inch 
Military Heel, Heavily Perforated. Widths 
ff: _ —uee=—> $7.00 
Stock No. 5555—Same_ as 
Ptister & Vogel’s Black Calf. 
Be a hcadaccsacacecsand 


BLUESTEIN BROS. P 


2 ee 


173 Summer St.. Boston, Mass. 
















4 
4 





a 
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BLACKS 
COLORS 
5% 10 days. 
Immediate delivery. 


Satisfaction Guaranteed. 
Send in your orders. 


THE BAKER SHOE CO. 


Ve 
AX 
=N\ Yj KK 280 River St., Haverhill, Mass. 


Yjyw 
Y= 4 


$1.60 
$1.75 


W777 
WRX 


NZ} 


LEAS 
= NOD 


Mt: 





“Ss : 
Wa UI KW 





A reputation has been 
made for our American 
_ Glazed Kid of which we 
are justly proud. To maintain 
a reputation is no less difficult 
than to obtain one, but by un- 
varying standards of manu- 
facture it can done. We 
keep quality high. 


Expert attention to 
export trade 




















IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1052 (Made by Cotter Shoe Com- 

any) Patent Vamp, Mat Kid Top, 
Lealee Louis Heel, A-D....... $5.75 
No. 1561 (Made by P. J. Harney Shoe 
Company) Brown Calf, Plain Toe, 
Leather Louis Heel. AA-D...... $8.00 
Same in Military Heel. 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 

















Chine \« 
‘Welt Footwear |} 
forWomen |p 
WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 






























An extremely 
liberal profit 


in handling this new Nufashond product. 
A leather-finish lace that is better than real 
porpoise laces. 
Ask your jobber 
Samples upon request. Write us to-day. 
The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces 


’ } f 
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Popp nin mol - if ck 
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“Say It With Flowers” 


N. FISHELSON & SON } 


THE COPLEY FLORIST 
14 Huntington Avenue, Boston, Massachusetts 
Official Florist of Shoe and Leather Fairs 


since the Fairs have started in Boston 


PHONES—71671 BACK BAY 
PIERCE BUILDING 


anaes 





HERES 


Coburn 


Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 





Get «stimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 





5069 BACK BAY 3 
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A Lucky Number---924 


Represents One of the ‘‘ Keith’s Konqueror’’ Winners 
| A Wine Cordovan Bal on the Dunlap Last. 
| AA, 7 to 11: A, 6 to 11; B, C, D, 5 to 11. 


Price $11.25 


We have ample quantity on hand at present time to supply demand. 
for the sizes needed. Order while you can get yours. 


THE PRESTON B. KEITH SHOE CO. 


CONVENTION BROCKTON (Campello Sta.) MASS. 


. aes 
N : > : R ‘A: New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 


BO.S:TON 


Don’t forget the date of the N.S. R. A. Convention in Boston, Jan. 12, 13, 14, 15 
We will be there. 
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l SPARTAN FOOTWEAR 

For Girls—In-Stock Styles 

i 

N 

! 

N 

i 

| 

! 

| Style 545 ee oe 99 Last Style 684 

' Showing the three lasts on which our in-stock 

i shoes are built. 

! 

| McKay Welt, 96 Leste” BACON -ROLLIN S Brown Lotus a igh Cat, Lace, 
Pr a Sea $5. cKay Welt, 98 

y | Seb eeies i __ COMPANY eteicies. Bs 

Growing Girls’, as 545, except uccessor LYNN. MA a Corp. Growing Gi is’, as 584, except 
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WRITE TO DAVE! 


| AYE is the Secretary of the Chicago Shoe Travelers— 


his full name is Dave Davis—but most everyone 
knows Dave-~—-why waste valuable space introducing 


Dave? 


Write to Dave and tell him to reserve hotel accommoda- 
tions for you in Chicago during the week of January 5th to 


10th— the week of the big exposition. 








Tell him frankly where you’d like to stop—-and what 
you’d like to pay—and how long you expect to be in 
Chicago—and Dave will do the rest. And he’ll write 


you a nice letter (Dave’s a good letter writer) when he 


has everything ready for you. 


The Shoe Travelers of Chicago want to make your visit 
to their city as pleasent as they plan to make it prof- 


itable. Address your letters to 


DAVE DAVIS, Secretary, 


Shoe Travelers’ Association, Chicago. 


CHICAGO NATIONAL 
SHOE EXPOSITION 


JANUARY 5; @% 7, % %, 











PALMER HOUSE 
Ce ic aAG O 
































The Chicago Shoe Market 


Invites You to Attend 


The Semi-Annual 


CHICAGO NATIONAL 
SHOE EXPOSITION 


Palmer House 


January 5th to LOth, 1920 





| Dates kind of merchandise handled in a shoe store will be represented here. 
Men’s, women’s, children’s, boys,’ girls’ and misses’ shoes, rubbers and 
felt goods—all styles and all prices—for immediate or future delivery. 
Spats, foot appliances, display fixtures and other accessories. 


The Exposition held here in July was overwhelmingly successful, and plans 
have been inaugurated to make this forthcoming event in January even 


more so. 


A visit here during the week of January 5th to 10th will prove conclusively 
to all merchants that-Chicago presents a logical market for the comparison, 
selection and purchase of all kinds of footwear. Come here during Exposi- 
tion Week and profit by the many advantages and benefits of the Chicago 
shoe market’s effort. 








Here Is a Handy Guide to Reliable Chicago 
Shoe Establishments 


After your visit to the Palmer House, where all exhibits will be held, be sure to call at the 
showrooms of the wholesalers and manufacturers listed below, where you will be given a cordial 
welcome, and at the same time have an opportunity to inspect the facilities and complete lines of 


these progressive houses. 


Most of them are located only a few blocks from Exposition head- 


quarters. Tear out this page and bring it with you for easy reference. 


WOMEN’S SHOES 


HARPER & KIRSCHTEN SHOE CoO..................546 
231 W. Monroe St. 


HARRY M. HUSK SHOE CoO......... 
327 W. Monroe St. 


Cg BO 8) a erie | 
26 S. Wells St. 


GEO. E. HARRISON SHOE CO............. 
207 W. Monroe St. 


NOVELTY SHOE CO 
30-32 S. Wells St. 
MEN’S SHOES 


2 ge) RR > | ar ee 424 
303 W. Monroe St. 


VP Sg Pe ee 0»: ee rae 
328 W. Monroe St. 


Be We Ce eee CoO? Cis inka cin kde dccsedccas 
838 W. Chicago Ave. and 1258 Marianna 


eg Pe) ee rrr - 


Adams and Clinton Sts. 


SIDWELL-DE WINDT SHOE CO.................... 


222 West Monroe St. 


CHILDREN’S SHOES 
sites 


SINSHEIMER BRO. & CO. (SINBAC).............. 446 
211 W. Monroe St. 


A. S. KREIDER CO 
312 W. Monroe St. 


HENRY KLEINE & CO. (Tredlite Steppers) 
208 W. Lake St. 


SMITH-WALLACE SHOE CO. (The Kinder-Garten 
Line) 
Adams and Market Sts. 
GENERAL 
(Men’s, Women’s, Children’s, Etc.) 
GUTHMANN, CARPENTER & TELLING........... 431 
Monroe and Franklin Sts. 


BH. F.C. DOVENMUBMEB EGON «0.560006 cc csesed 
321 W. Monroe St. 
RUBBER FOOTWEAR 
CONVERSE RUBBER SHOE CO..................4 
618-628 W. Monroe St. 
ACCESSORIES 


THE SCHOLL MFG. CO. (Foot Appliances)........... 421 
211 W. Schiller St. 


CURTIS-LEGER FIXTURE CoO. (Shoe Fixtures) 
235 W. Jackson Blvd. 


These Are the Concerns Which Have Built Up 
the Chicago Market 


Geo. E. Harrison Shoe Co. Shows 
Phenomenal Growth 


That progressiveness is a correct step to leadership 
is borne out in the rapid rise to dominance of the 
George E. Harrison Shoe Company, 207 W. Monroe 
Street, Chicago. Established only a little more than 
two years, this aggressive wholesale establishment 


has grown into one of the largest and most influential 
factors in the Chicago shoe trade. This concern now 
occupies spacious quarters on the ground floor on 
Chicago’s famous shoe street, right at the entrance to 
the wholesale district. 

The guiding spirit behind this successful company 
is George E. Harrison, who has been identified with 
local shoe trade activities for many years; in fact, he is 








recognized as a pioneer among the wholesale trade. 
Mr. Harrison’s intimate knowledge of the business 
and the high set of principles that govern his policies 
distinguish him as an important member of the 
Chicago market. As evidence of his tremendous 
influence and broad-visioned interest in the Chicago 
trade, he accepted the assignment of Chairman of 
the Financial Committee of the Chicago National 
Shoe Exposition prior to the first exposition held last 
July, and he still retains this commission. Mr. Har- 
rison’s untiring efforts, his many sacrifices of time 
and his wholehearted interest in Chicago’s welfare 
are elements that were largely responsible for the 
overwhelming success of the First Annual Chicago 
National Shoe Exposition and the wonderful progress 
that is being made 
with the forthcoming 
Exposition. 

Few men in the 
tradeare better posted 
on conditions as re- | + 
garding high grade 
women’s shoes than 
Mr. Harrison. The 
George E. Harrison 
Company specializes 
in women’s high 
quality novelty foot- 
wear, and is among 
the first to display 
and carry in stock 
advance season styles. 
Complete lines of some of the best Eastern manu- 
facturers are represented in the stock of this 
concern. 

An attractive exterior greets the passer-by, which is 
outdone only by the beautiful daylight showrooms 
and interior arrangements. 








Smart Shoes for Men in Stock 
—All Goodyear Welts 


The Whitcomb Shoe Company of Chicago, located 
at 303 W. Monroe Street, was established about three 
years ago to supply the shoe merchants of greater 
Chicago and surrounding territory with stylish, 
novelty shoes for men, as well as the more staple 
lines in all sizes and widths and supply them without 
delay. 

The constantly growing demand has necessitated a 
constantly growing stock. Month after month new 
numbers have been added and new styles put into 
the line. 

The Whitcomb Shoe Company of Chicago are not 
jobbers, but Western distributors for the New England 
factories of the Whitcomb Shoe Company. 

So complete is the stock carried in Chicago that not 
infrequently are opening orders sold and delivered 
from this branch. 

While it is the province of the Chicago branch to 








supply the Middle West and far western territory, yet 
merchants from all over the country find it con- 
venient to size up here. 

Adolph M. Goetz, President of the Whitcomb Shoe 
Company, Chicago, is himself a designer of shoes and 
by being constantly in touch with the big city trade 
in the West and Middle West, he sees to it that the 
design, lasts and patterns of Whitcomb shoes are the 
equal in appearance and snap of the real high grade 
shoes selling at a much higher price. 

F. P. Dustin, sales manager of the concern, has been 
identified with Chicago trade for many years. As an 
old experienced shoe man he knows the men’s shoe 
business as few men know it. 

Mr. Dustin will be in charge of the exhibit of the 
Whitcomb Shoe Com- 
pany of Chicago at 
the Chicago National 
Shoe Exposition at 


| GEORGE E.HARRISO.N SHOE- CO. the Palmer House, 


January 5-10. 

The main part of 
this display will be 
men’s snappy shoes, 
creations with a lot 
of punch at popular 
prices, all carried in 
stock in a full line 
of widths and sizes 
for immediate ship- 
ment. 


f° iii fac. 








Specialization. and Concentration Has 
Won Success for Harper & Kirsch- 
jten Shoe Company 


Twenty-seven years ago the Harper & Kirschten 
firm started business with a general line of footwear 
endeavoring to cover the needs of the merchant from 
men’s heavy brogans clear down the line to babies’ 
shoes. 

After some years of scattering their efforts over the 
whole field they changed their policy. They became 
convinced that they could better meet the needs of 
their trade and render more efficient service to their 
customers by specializing on a few lines and con- 
centrating their efforts toward taking care of all of a 
merchant’s business in each of their specialty lines, 
in this way making themselves big and important in a 
specialized way. 

This firm specializes on women’s high grade dressy 
low cuts. Year after year they have put forth extra 
efforts toward building up a substantial business on 
these lines, having this merchandise always in stock 
in a variety of widths and styles not comprehended 
by the average wholesaler. 

The increased demand for stylish low cuts has 
enabled the Harper &- Kirschten firm to cash in on 
their years of effort of specialization in this class of 
footwear. 

They were quick to see the tendency toward longer 
sizes and narrower widths; by constantly keeping 
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their fingers on the pulse of the buying public they 
have been able to satisfy this demand. 

This line of beautiful low cuts for Spring and 
Summer and for evening wear has been backed up by 
a line of welt and turn boots of the same high grade of 
workmanship, lasts and patterns. 

While keeping an attentive ear to the wants of the 
ultra fashionable dressers they have not neglected the 


ONE OF THE STYLES IN STOCK OF HARPER 
& KIRSCHTEN SHOE CO. 


more conservative woman, especially she with tender 
feet and aching corns. 

‘““Mary Adems Comfort Shoe”’ was designed to meet 
this need and season éfter season it has been im- 
proved in appearance and fitting qualities, while the 
tundamental principles of ease and comfort have al- 
ways been maintained. In this line plenty of 
sizes and widths in stock have built up the volume of 
business. 

As a companion line to the ‘““Mary Adams’”’ the 
firm specializes on “Doctor Rudolph” flexible welts 
for men, a line which is designed to meet the needs 
of the men who wants good looking, conservative 
and at the same time comfortable fitting shoes. 


How Three Men by Concerted Effort 
Built an Enviable Reputation for 
Themselves and Their Firm 


A little over thirty-five years ago Mr. Guthmann, 
Sr., E. F. Carpenter and John Telling were salesmen 
for the old firm of Greensfelder, Rosenthal & Co., 
shoe wholesalers of Chicago, long since out of business. 

Long selling experience and contact with merchants 
had convinced these young men that the generally 
accepted plan of selling only solid cases and regular 
runs of sizes did not work to the best interests of the 


merchant. Consequently they were the first firm in 
Chicago to adopt the plan of selling the merchant the 
sizes and widths he needed rather than forcing him to 
buy a lot of sizes that he did not need in order to 
distribute regular cases. 

Through all their years of business rubber footwear 
has been a big feature of their business, and through- 
out all these years they have retained the exclusive 
Chicago agency for Goodyear Glove rubbers. 

The business of this concern has been to supply 
the needs of the family shoe store. A line of comfort 
shoes for women under the brand of ‘““TRUEASE” 
has been a big factor in building up the business of this 
firm, as well as that of hundreds of merchants over 
the country who year after year have stuck to this 
specialized line. 

This firm has always been alert in selecting and car- 
rying a full line of widths of snappy novelty footwear 
for women. The in stock idea in this novelty footwear 
has widened the business of the firm and made many 
extra dollars in profits to the merchnts who have been 
loyal customers to the firm of Guthmann, Carpenter 
and Telling. 

Another specialty line known for its intrinsic worth 
throughout the Middle West is “John Telling School 


TELLIN 


art 
at 


OFFICE AND SALESROOM GUTHMANN- 
CARPENTER & TELLING 


Shoes.”” The endeavor of the firm has always been 
to make this line of school shoes typical of the honesty 
and sincerity of John Telling, one of the original 
members of the firm. 

Another line distributed by this house which stands 
out prominently in hundreds of stores through the 
Middle West is “University Dress Shoes,”’ a line of 
very high grade Goodyear welts on snappy, up to 
the minute lasts. 

The only member of the original firm now alive is 
E. F. Carpenter, now president of the concern. 
Associated with him are W. B. Guthmann, first vice- 
president, R. L. Pennington, second vice-president, 
T. P. Stanwood, secretary-treasurer. 
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Foy" 
This Beautiful Black Boot 


Goodyear Welt—AA to D Widths—$6.75 


On the Floor Now—<Ready to Ship” 


























i , MEET US IN 
emi-Annua BOSTON | 
CHICAGO SHOE At the rd 
EXPOSITION 9th Annual Convention ‘ 


National Shoe Re- 
tailers’ Convention 


Jan. 5th to 10th 
Palmer House 








; No. 3308—All Black Top, Grade Hair- 

Our Display skin Cab. 9-inch Lace Pattern, Blind Our Display 
Room 538 Eyelets, Thin Leather Louis Héel, Imi- 
tation Straight Tip, Goodyear Welt Sole, 1 
Widths, AA-A-B-C-D ........... $6.75 | 


Copley Plaza Hotel 


























THE SLIPPERS YOU NEED AT ONCE—WE HAVE THEM “READY TO SHIP” 


No. 1349—Patent Colt Seamless Pump, Turn Sole, Baby Full Louis Heel.................... AA-D $6.25 
No. 2656—Patent Leather Seamless Pump, Turn Sole, Full Louis Cov. Heel................. AA-C 4.85 
No. 2921—Patent Colt Seamless Pump, Turn Sole, Full Louis Cov. Heel 


NOVELTY SHOE CO. 


‘“‘The Fastest Growing Shoe House in the Middle West”’ 


NOVELTY SHOE BUILDING 
32 S. Wells St. Chicago, II. 


Detroit Office: Room 4, Rowland Building 




















Milwaukee, Wisconsin Office: Wisconsin Hotel 
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**Queen Quality’’ Boot Shop, 32-34 W. 34th St., New York City 
Chairs by American Seating Co. 


SALES MADE EASY 


The first impression that a customer gains of 
your shop has much to do with making the sale. 
Beautiful, restful chairs tastefully arranged and in 
harmony with the surroundings promotes a buying 
frame of mind and increased confidence in your 


eX 


No. 4001 


line and service. 


The illustration above shows a pleasing arrange- 
ment of the No. 4001 Chair, providing ample aisle 


space for entrance and exit of customers, without interfering with salesmen or with 
customers seated. Note the straight, clean-cut lines of this chair, and the luxuriously 


upholstered seat and back. 


Write for our booklet ““THE SHOE STORE BEAUTIFUL” showing a variety of hand- 


some chairs and many suggestive interior arrangements. It will solve your seating 


AMERICAN SEATING (OMPANY 


Room 601, 119 W. 40th Street 
NEW YORK CITY 


problems. 


. 


1016 Lytton Building 
CHICAGO 
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The ‘‘Optimist’’ Last 


Approved By Merchants Evespulme 


HE shoe shown here is a strong seller. Wherever tried out it 
has repeated. Dealers have reported most favorable results 
following its introduction to their trade. It is an all year round 
style, always moving most rapidly at this season. We have 
carried the last for years, but never have we brought out a better 
pattern for the last than this blucher. 


Quality-Value Throughout 


No. 815—OPTIMIST LAST. All Black Surpass Kid (Whole Quarter) 
Blucher, Chrome Pearl Leather Facings and Trimmings, Flush Full Sized 
Felt Lined Tongues, High Quality Oak Buffed Insoles, Heavy High 
Quality Strictly Prime, Number One (Over-Weight) Outsoles, Leather 
Counters, Channel Welt. Wingfoot Rubber Half Heels. B, i. 2 
Widths. Sizes 5-11. Price $8.95 Less Discount. 


J. W. CARTER CHICAGO CO. 


CHICAGO, ILL. 


Overweight Outsoles and Insoles 
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REG US PAT OFF 


SIGNIFICANT NAME 

—full of reality. It has 

a definite meaning to 
women. 


A quarter-century of: nation- 
wide service is a ready-built 
foundation for successful retail 
business. Thousands of mer- 
chants are daily realizing the 
advantage of the Queen Quality 
name. 




















Customers today more than ever seek 
the double assurance of maker and 
dealer that the Queen Quality trade 
mark makes possible—and their confi- 
dence so created is an invaluable asset 





in business. 


The Queen Quality policy means co-oper- 
ation with dealers, and the agency privi- 
leges carries no irksome conditions. 





THOMAS G. PLANT CO. 


NEW YORK BOSTON CHICAGO 
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Will the Message Be 
, 


ARTHUR D. ANDERSON 

editor of the Boot & Shoe Recorder 

asks this pertinent question which 
he amplifies as follows: 


“ . om other outstanding feature that warrants forethought 
in the minds of anticipating events is what message will 
come out of the National Shoe Retailers’ Association Conven- 
tion beneficial to the industry at large. It is obvious that a 
convention costing $100,000 must perform some other func- 
tion than the mere entertainment of some thousands of mer- 
chants in midwinter. A serious purport, back of it all, must 
resolve itself into a message to the American public that will 
be a guidance through and beyond the convention itself. The 
convention has been built to such a size as to make imperative 
a platform of policies nationally interesting to both merchant 
and the public. It is not too much to expect out of so large 
an undertaking. The manufacturer would do well to keep in 
mind the convention and his being present — it isn’t often 
that some 3000 merchants get together in one spot.” 


1920 Convention Committee, N.S. R.A. 
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WALL, STREETER & DOYLE CO. 


NORTH ADAMS, MASS. 





AAA AAR AA AK AAA AR AERA ER ERG 


We Manufacture 


Streeter Shoes for Men Who Stay Young 
and 
J. M. O’Donnell & Co. Shoes ‘‘ Your Old Friends.” 


Character Shoes of Quality 
Union Made 


With Goodyear 
**Wingfoot”’ rubber be 
| | a eee ee ¢ 
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WALL, DOYLE & DALY, INC. 


BROCKTON, MASS. 
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MEN’S FINE SHOES 
MANUFACTURED EXCLUSIVELY 
FOR WHOLESALE TRADE 


UNION MADE 


See hh. 


CEE EEREREAA KE 


¢ 


_ with », 
Soonye>® 100% Goodyear 


S aa ae . 9 
wine z FOOT Wingfoot”’ rubber 
 . heels Ma he es 
HEE! 


a 











HRA TRH OHH 


RSMAS 9 hh hb eh te 









~ A mite St oa nea netomat 
Ties SPREE ctw RBSAHNG I POP ca 





arc seryrnenees 








‘ none . eave - ‘ eee eke eee 





Om $ OS Raa, GOOEY IEEO 
6 Sek Obs ; 


S a — . . 
; 5 SOPAT Gye Ts j 7 
5 nO HOE Cn ona ater OnGe On Oo tam : ico 


Ho 2, 
OOS ON 


Bonet : 920% pessostets 


5 ory 


_ om asS i) Ge Honcaon aes x S x Os 
it otto: OE Osc 7 2O755 0) "o, sm): Kp COx 2 SO acotes 
< 2 - sORorOnont 2.0) OOROR OBI One OB OUR OR Ron gw REO Ol oon, 3 
—_ BeRaneRone rac : jeousocenornnano en osonenG ee noon ono nen onane tink St ehonsasaueda tics ononcassuaraimnoronenoces SRR ea 
LOB Gey aot ial sects tt ‘ DOR oneROnatMics Ooo Oba d ano ptunosUnTO gs BOM << Honcoeowon! 
— “ Ox 2 ioe OOS , a Oposcee 
‘ NOR LS Cok Poot nS o: aes ” 
Ona Roulaornans ROR DEI 
BRIO SIO. eames 
TOE EOS ORS: BeOS 
oSo 
; : Bousia’ 
Sone 3 eons ; Ge 
MOR OOS On Oo ‘ BST atO: 
PESO aaaray ir ngs oRee. 
2 Er OLS, 2, Ola go 
c 10% c BOs 3 Poottas) 
ren ntit : eS: pncnoukonot ists: : 05% 
Souda sor Roucnow oBoda asta Ronee Boia 
coer LOG ‘ s : AHOS oR On op : 
ys patos: 0, 5 sty ‘ i < 5 z “ Fononopammanoun Oto aosonh 
' tbat Oo ssposessosenoram 


oe 255 
Osea 
EXS 


220 mee 


-* 


Fegory and ‘Read 


Ge sent on request 


‘ P 
wr nearest 
Or W. 


iS Covere 
0 


GREGORY and READ CO. 
LYNN, MASSACHUSETTS 


OD 
DOOR 
OP sOowO 


elet tie of black 
ame of t 
wholescle distribu 


Y 


~~ 


Soames 
ABOS BOL ORNS 
Rose 
OH 50. 
as 


oe 


E 
o 
> 
—£— 
7) 
£ 
‘= 
| 
2 
= 
a 
U 
© 
oO 
o 
| 


%, 
SO ae 


Ix 


and 19-8 full Lou 


ys ees 
SO 

CEO ts ; 
peers skndeon 

89582 SOT Onno. OBR Oe 

ee) % otha SMe OM 

Sy SOE On on Sooo! 

On05 ss 


BOOT AND SHOE RECORDER 


3S Bours 
. : ¢ fapecnesoren 
“ ~ " Y So Sar Oe 
ORONO as ‘ 3 BO ODCHOnE Ata 
(Ora CoP os oekad aS: ‘ cha X ROD Raa ODO 
SS ae RE . Mo cectoseaae: g Boumunonenenounara 
DO ROP ROO O BORON REID hee oo Fs ‘s SIC y-7 Oreo HON OM COR natn: 
Spumetouey ORR Ato 8 O ax i) Benes sOfmOeon both UG OLOoa 
owes Song uongt 30 aes a enone, a teroueneotoanial 
wxonesotcoccoatawernoeanguoreTs ; Ba OasS orn eocon one 
opera taditaRne oy Bayo os. 5 ; ovo saBanAtEnGHO NGO NG Shostao kon C) 
Oho tow Cru lta dono a unze 2, Ors : y BRotnemeonen Onesies: St 
CoReso nO Pa ee HoxunanMonoHotenanaimrtougae ApuecnaoanotoBonounadcttG 
BeSovonotoaonowsnnonononone HOE oUe $ $ i z Sopeonon Peo owas eo: 
Saoeoe Shon oteaas Pateraoee f CeO 9 oe 
Parsee Bt : se ncasearaneanenNA aL tet anteteraeteseen : Bowsorodoge oso stim. 
of SS OSE sy OE 8.8, drm OH one o OF aOR HOF 
SOG oe Gee aee : ecco cee cee 
5 OCS ea KeCr ee orga ORO F or ¥ : Ropvad ln lkoun cena wy i EOs 
; ; ri OHOe Ca en One OnOH GH Ob BHO unin ONOL gH, Heong Chostamoronont 
ao aOO ray OnE Os % PoPro sumo sOnCNOP sane Born O SB Oto| 0: i yi eraser t Chay : Boao 
foseronossaoanaiononsaon See sesespnonononertoiss cnonsenesenonammeoneace Bi i mR non ont ae6) 
oROtorothasmmEcaounOo Gea. SEO Oca 2: 3 LOsBeker rer Os esta DECOR Ea: ass Os Re 
SRON ra HOtE ONG Gono Mim OND BOR ON GRO aOian On Gas ; BEE OND OLD HOM EMO ROM Be. a ) SOSBOn x DEG, 
Biudonoa aaa onouEore can onotanonumLonorenogem Bono ReRaHaa Ratton ct OFEC ES RoHooane a Bean oto wmono HD! } Rostaomeanny 
Sot: ¥ Menon Aono Reh ot Oty noo 0. ae: mon ORO a OnE asta ESO ¥ PHO OROH On ates Broke Soney 
SeaeeoRgEOnG Rouen oust Bote: oben saommianopetauete opie ORO BODO RB OH, aneatore 3: eeenpaamsanonons Bo nearer 
Sea 5 x t 
zs 2 oe a 


ao} 


Roy 
8) 
a 


stesy 
OD) 
bre 


Ho seek SORCS 
2 on 


oon 
oe 
oO 


R50) 
mio 


e3 


©: $ a BOO 
Res OHO, cS COC ECS 
epee seme GeaatuEone 


‘ 
Honea: 
SOM On: 
OO 


HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 


27 
,. © TO Ort © 
Ak oie 159 Bos timo kan ono. ROC sOnEaN ora a tat 00; g 
Amesonekorot 0) Dae Ceara Meee one! oBonoe Pegotmonwnnasononote x as S80) S895 EOS 
CunOHe RoR Onn osmnmmCo oon gBoNo Manono Cfo npnomantononRS Bey ROO onoete eeonss soneo sa gtha titan 
2527 Orns TMORO DORON BON Ola Oh Dn oOG OURO not Bowe iite Or : , % 50 5a Ako pO tO nOn x 
Weg ras Org o.! BUMIROn BOR Ano Olas Chong On Bona a POEs Cerny FORT OR ORO et ai tory O. 
OEGOO oo ‘: Sos Pirnokonccon sano gwrno ln Got OES us Osa 200 earpornodo pono wry “| 
Fg or ROH Oo ROD OP OO IDOE O yt anton Wigs BRO od) Cs OOS So: opt morn aon ocho seta OnCAO, 2 op pass 2 or 
IC ero ORne On ot Pao wana a on ats PESO BOR outa O: x 20 PeeRO ccs 2 Osiris trae SOO BosRotoe 
ee eHon TN eedecenanunaias pRononoReataamnamenono ena os aHoHowtty essenonsnodem Bumomongao senate Hommonoucasosniar Possnomsmacoormotnareso, 
BOO tete i eB enaenOne: Woo ino Con ehosenonnabonOta neat OOS k EGO sek SOLO aces S33 See eth} #0. : BOE. 
i Bok ouenaHaNCnoRsaomatnLonE Leo Sg haNomsiote ae SSeS eS BCs nooo: RoR eR Gna pena giO reo Ou: ease senor: Bi 5 I : Bo 
itis Honor Ornate ctOia,0 86 Oo GENO; tO HONG ¢ rons % A Cows ; ‘ 
Roper Otnnon Onna tae Ona oO un Oo Bono as 53 opine otos f ORCL 
sPaunnsnsadenonasmunctshonopeasaaiong Peter onesaraoneatansnons : Rroscss Bowens 
EG ODS OF, bow 9 * Serr ONO roe. Y: Orns 2; yh ss Sey 2 
ONO Hao) 999 nist pers OC) ease Roe loo: Emon OL 
a ot Sap BRonone aout ORG Ron Se wooo INO. song OE Sata Urn cot kao mu ase. 5 
: OpBane Cron GH On OE ERO Os oS. ;: MORRO Bono Mam Omura och aie 
OMe Cn oso senator on Ong Nae a Oe MO OB OH OME AGRE OROD a8 
Ol odd owe Ono Ton OnBa SEDO O 2 52 Co Ors Gy: 
, Porm ola Ecos eaM Ondo nD Ane aan at ogy ek Opa sD oko 
OREO Ge CRO Beno: es esota, 
4 ror 4 us .) y Onn aln Bln Slat bs too} mPa nee a ': 
5S. RC OO Ooty. saccparers Os Oso sateen OES A OO 
Os 3 : ; Roseaotnos tenons ou Oh otin Orne Havens ao : i ; 2 
DOeza, z ‘ TORSO! Me Onno tas he ten MODE Ce On EOD, 2 0) 
5 ose nonaronononeae ae: Sear oHoter peeaenonmemono nen On ft ; Lorne Con sHonRy Soouear 


$3 
o 

2.0) 
0. 
SSDS 

‘0 


<1) 
atte 
2 
sk 
°°. 
EC 


on 
Oe 


are 
o 
SY 
Fer 


sy, 
9) 
2; 

CS 


O. 
io) 


Oeste 
OOO 


SD 


fos 


re eosoee 

Bono mNoMminoson evo Becca 
sapmnon ones ONG opBaommasonoenoog Boe Ee mENO oon 
RoRlho sea ounrogOs BOR OU CO Onno ee OD, x ‘t At 
DROIT STS OOO SHowenoeso denon 


Dec. 6, 1919 


o. e : 
x opeoeoneH one 
Bovorwaa Oro POO Oe é HOeSo Out : Pots ‘ Coss 
OPM ORO CRON sane hOraso, opto Ohne of 5 Pogo : y SOR ROO ET 
Osos Opeoneatawoy LOO her 2 c 0. ‘OF c POM GOo 
SOOO BO On OM Sot nO. i BOs zy OF 
r eee oumanenDoROt enone gonege Zon ? 3 Ey: ‘ ) 3 


< of 3 
Pearsons Con oto a ots SOR Go Oy 











BOOT AND SHOE RECORDER Dec. 6, 1919 








~GET RID OF YOUR 
SMALL SIZES 


MR. MERCHANT 


It is a known fact that every shoe store 
accumulates more or less small sizes and 
odds and ends. It does not pay to carry 
dead stock or slow sellers on your shelves. 
Invest the money you can get for these back 
numbers in good salable shoes and make 
your regular profits. 

We are in the market to buy all kinds of 
Shoes, Small Sizes, Broken or Discontinued 
Numbers, Old-fashioned Shoes, etc. We 
also buy entire stocks of Boots, Shoes and 
Rubbers. 

Write us what you have to offer and we 
will quote you our prices. 


H. 9: Gilles 8 Cn 


EXPORTERS and JOBBERS BOOTS and SHOES 
TELEPHONE CANAL 861 


315-317 CHURCH STREET 
NEW YORK CITY 
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4213—Hav. Br. Kid, 9 in. Lace, Imit. Tip, 18/8 Lea. Louis, A-D. 
4213X—Hav. Br. Kid Vamp with Field Mouse Top, Imit. Tip, 
18/8 Lea. Louis, A-D. 


SPECIFIC SIZES AND SPECIFIC STYLES 
WHEN YOU WANT THEM IS THE RE- 
SPONSIBILITY WHICH WE ASSUME 


HEN you can push your shoes 
W with the certain knowledge that 
you can later promptly serve 
your customers with wanted sizes and 


styles, you can well rest assured of perma- 


nent patronage. 


The well equipped store is the service store— 
and people do want service. Besides the 
store service which our In-Stock Depart- 
ment makes possible, it helps solve 
problems of investment, volume and 


turnover. 


We feature the H. M. & H. Line of 
women’s high grade welts, which em- 
bodies authentic style and true value. 


A-D. 


2213—Blk. Kid, 9-in. Lace, Imit. Tip, 18/8 Lea. Louis, A-D. 
6213—Pat. Vamp, with Mat. Top, Plain Toe, 18/8 Lea. Louis, 


A-D. 


Shall We Send Samples? 


Hughes & Tansey, Inc. 


Sales Office and Stock Rooms 
128 Summer Street 
BOSTON, - - MASS. 


Distributors of Hennessey, Maxwell & Hennessey Shoes 





5314—Gun Metal Bal Oxford, Military Heel, Imitation Tip, A-D. 
3314—Same in Russia Calf, Fairstitch, All Goodyear Welt, 





eee eT eT eee Me MMUMeMUemllUnemlniiineliiiiinelniiiniieniliiineniiniiien iinet emit 








STM ie niUieniiiiileniiiiielUieliiiel ele LLL ULL LULL LULU bh Lb 














FRE RR 























RE et ene - 









114 


BOOT AND SHOE RECORDER 





Dec. 6, 1919 































TGrrect Dodg e 


FOR ALL OCCASIONS 


IN STOCK 


E can ship this beautiful 
jet beaded slipper now in 
C width only. 









You may need some of these 
for Christmas. 










Stock No. X283— Dull Kid Eugenie; 2% inch 
Pele Lamia Pitt. De. c oiesccscicccsccces $8.00 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 








Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bidg. 
Great Northern Bldg. 
Montgomery, Ala. . Kansas City, Mo. Philippine Islands 


20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bldg., Manila 





All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 
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CLEVELAND 
(Concluded from page 97) 
“A higher grade shoe is next in line, if 
the customer is not satisfied. 

Mr. Chisholm asserted that since the 
average merchant is making a larger 
profit on his medium-priced shoes than 
on those of higher grades, his policy is 
a most profitable one. 

The speaker asserted that the adop- 
tion o? this plan will not leave the 
shelves stocked with high-priced shoes. 
On the contrary, the $15 and $16 shoes 
will move rapidly enough. There are 
thousands of Americans who will not 
be satisfied unless they pay the top 
price for their shoes, and these may be 
relied on to purchase the better grade 
shoes. 

VAMPS DISCUSSED 
Opinions Expressed For and Against 
Long, Narrow Effect 

The question of vamps came up for a 
long discussior at the meeting. Mr.Chis- 
holm, who also took a leading part in the 
argument, asserted that the long, narrow 
vamp is on the decline, in Cleveland, ai 
least. 

Mr. Chisholm argued, however, that 
the short, French vamp would never 
satisfy the average American woman, 
but he did declare that the new style 
would have to be designed more for com- 
for. 

Oscar Sinnenberg, who keeps a store 
on the west side, took exceptions to 
Mr. Chisholm’s statements about the 
decline of the long, narrow vamp. He 
argued that his patrons are asking for 
them, and that he has seen no sign of the 
vamp losing popular favor. 


WEATHER SERVICE SHOE 


For Men Pushed by B. R. Baker 
Company 

For men, the B. R. Baker Company 
is pushing an all weather service shoe. 
The shoe comes in dark tan calf, heavy 
oak tanned soles, medium wide toe and 
they are featured as being built to stand 
the wear and tear of Winter wear. 


PARTY FOOTWEAR 
Pushed by Local Retail Mer- 


chants—Halle’s Features 

Cleveland merchants are now pushing 
shoes that will be suitable for wear at 
smart functions throughout the coming 
social season. 

Halle’s are featuring misses’ and 
girls’ white kid shoes for the Winter 
social season. The shoes are made of 
selected qualities of kid on lasts that 
achieve smart lines without the sacrifice 
oi comfort. 

‘Lace models with white welt and 
pearl buttons, white welt and medium 
rounded toes are popular. 


Smart tan lace boots—the shade a 
beautiful ian that will harmonize with 
fashionable brown of the Winter cos- 
tume—are being sold at a lively rate 
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at this store. The shapely toe is out- 
lined by a slight extension sole and the 
boots are arched high over leather Cu- 
ban heels. 


Syracuse 


RETAIL SHOE MERCHANTS 


Hold First “Get To- 
gether’? Dinner. 


Annual 
9 


The first “‘get together’? dinner of 
the Syracuse Retail Shoe Dealers’ 
Association which promises to be 
an annual affair was staged at the 
Chamber of Commerce rooms here on 
Friday, November 21. The session was 
really to celebrate the fact by gustatorial 
enthusiasm that Fred Schafer of Lee, 
Gould & Webster shot a fine deer just 
as the season closed. 


CLEVER MARKSMANSHIP 


Of Fred Schafer of Lee, Gould & 
Webster Celebrated 


Secretary E. L. Beesley of the associa- 
tion thought so well of the event that he 
invited shoe merchants from Water- 
town, Auburn, Oneida, Geneva and 
Rochester to help celebrate. W. A. 
Pidgeon of Rochester, president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, and Harry Phelan, secretary of the 
State Association, were two Roches- 
terians in attendance. 


Resolutions Offered 


President E. N. Park, of the state 
association, head of the Park Brannock 
Company here, couldn’t miss the event 
and he made it a memorable one by 
offering a resolution pledging the sup- 
port of the local shoe merchants to the 
government’s campaign to stamp out 
profiteering by the Lever Control Act. 
The result pledging faith and promising 
¢)-operation was passed unanimously by 
the fifty in attendance. 


Address on “* Manhood’’ 


After the dinner of venison, the 
visitors and local men were addressed 
by J. O. Whitcomb on ‘‘Manhood,”’ who 
pointed out the need of real men to 
conduct the affairs of the country in this 
time of crisis. Secretary Beesley pro- 
vided amusement as an impersonator 
of Harry Lauder, and which was ac- 
claimed by the audience to be as good 
as an impersonation can be. 

The local association is developing 
fast and before the year is out it is 
expected that every shoe merchant 
in the city will become affiliated. 


Rochester 


GIFT TO WORKMEN 


Moore-Shafer Co. Give Employes 
Paid-up Life Insurance Policies 


The employes of the Moore-Shafer 
Shoe Manufacturing Company were 
pleasantly surprised the day before 
Thanksgiving by receiving letters from 
the firm informing them that in partial 
appreciation of their loyalty, which has 
gone far in making the success of the 
company, a “group insurance”’ plan has 
been put into effect from November 
14 whereby each employe receives a life 
insurance policy in the Equitable Life 
Assurance Society of the United States 
for $500 to $1,000 according to the 
length of service. 

The letter is in part as follows: 

“By the unanimous vole of our Board 
of Directors we have made a contract with 
the Equitable Life Assurance Society of 
the United States whereby your life is 
now insured for the benefit of your family. 


The amount of prolection is graded 
according to the length of service as 
follows; 

“Employes more than 3 months and 
less than 1 year in our service $500. 
More than 1 year and less than 2, $600. 
More than 2 years and less than 3, $700. 
More than 3 years and less than 4, $800. 
More than 4 years and less than 5, $900. 
Employes more than 5 years, $1,000. 

“This insurance is issued withoul any 
expense to you, the enlire cost being borne 
by the company, and is in addition to any 
compensation to which you might be 
entilled under the present State Com- 
pensation Acts. No medical examina- 
lion is required and no one is prevented 
from securing protection by reason of the 
naiure of his occupation.” 


Thought Behind Plan 


In an interview with the executive 
officers of the firm, they fittingly ex- 
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Ftere Are oll lade the orld -Jamous | 


Gove frp wes 


orMLen and ‘Women 


The highest sales records in the history of our business have been 
made since we introduced “Glove Grip” shoes to the trade. It 
was a notable achievement to produce a shoe that reduced fitting 
troubles to the zero point and dealers throughout the country have 
been quick to capitalize it. 

Our market has rapidly expanded and a constant absorption of an 
increasing volume of shoes sent into it emphasizes the hold on 
public favor which “Glove Grip” shoes have attained. 


Whatever success has been yours in merchandising footwear during 
1919, don’t feel it will be “chasing rainbows” to plan for a 
better business in 1920, selling ““Glove Grip” shoes. The snap- 
piest of styles carried in stock and made to order. 

See the “Glove Grip’’ line at Booth 


142, N.S.R.A. Convention, Mechanics 
Building, Boston, January 12-13-14-15 





ee RCT TH "hove GES 
M.NArnold SAoe Co. 


North Abington Mass. 
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press their spirit in the plan as follows: 

“In a small community like ours when 
so many of our employes have served us 
for years and a number have grown up 
with the business, we feel that we would 
like to make some small return for their 
past services and at the same lime en- 


courage olhers to follow their example by’ 


taking a like interest in their work, and 
creating a feeling of permanent employ- 
ment. To this end we cannot think of 
anything more in keeping with the spirit 
than the ‘Life Insurance Policy’ which 
we now present.” 


MERCHANT GUESTS 


From the Middle West Meet With 
Duffy Powers Company 


Nine merchants and department store 
managers from different cities in Iowa 
and Illinois, together with four other 
guests interested in store-keeping, were 
in Rochester recently for their annual 
meeting with the Duffy-Powers Com- 
pany. This group, known as the Mer- 
cantile Research Group, meets monthly 
in some one of their cities, then each 
year comes to Rochester, spending at 
least one day with the Duffy-Powers 
store, studying and discussing con- 
ditions. 

The program comprised discussions 
affecting the retail business, present, 
past and future, with an address by 
John Mench, managing director of the 
Duffy-Powers Company, reflecting his 
ideas of what the future holds for the 
department store. 

At noon a lunch was given the 
visitors at the Hotel Rochester, at- 
tended by the guests and by various 
executives of the Duffy-Powers Com- 
pany. The balance of the afternoon 
and evening was devoted to informal 
discussion of business. 


Among Those Present 


Those present at the meeting were: 
M. L. Parker, president, and E. C. 
Simmons, general manager, M. L. 
Parker Company, Danvenport, Iowa; 
A. C. Torgeson, president, Denecke 
Department Store, Cedar Rapids, Iowa; 
Willard H. Ashton, president, and 
Louis C. Legge, general manager, 
Ashton Dry Goods Company, Rock- 
ford, Ill.; Paul Davis, president, Paul 
Davis Dry Goods Company, Waterloo, 
Iowa; Louis Charon, president, and A. 
J. Fluck, general manager, Boston 
Store, Fort Dodge, Iowa; George 
Boesch, president, Boesch Company, 
Burlington, Iowa; Wheeler Sammons, 
chairman, editorial board, System 
Magazine, Chicago; E. H. Scull, Ernst 
& Ernst, Chicago; J. W. Fisk, general 
manager, Bannon’s Department Store, 
St. Paul. 
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Boston 


THE RETAIL TRADE 


The Christmas Spirit Strong in Shoe 
Stores and Departments 


The retail 
stores of Boston are thronged with busy 
shoppers. There is a marked tendency 
this year to buy practical and useful 
gifts and shoes, hosiery and other 
accessories are surely not an exception. 
The general public seems to realize that 
useful presents for Christmas, 1919, are 
more acceptable than ever before. The 
stores are appropriately decorated both 
as to interior and exterior displays. 
Buckles are strongly featured as holiday 
gifts, so are shoes in their infinite va- 
riety, for what is more desirable or 
artistic than the American shoe, be it 
for men, women or children. 

For the lover of sport, there are dis- 
played skating, golf, tennis shoes and 
the ever popular tramping shoe; for the 
dance there are wonderful creations in 
party slippers of patent, black satin, 
jewelled trimmed, gold and_ silver 
brocades; for afternoon and the matinee 
there are browns and blacks and grays, 
boots and low cuts. For business there 
is an attractive variety in_ blacks, 
browns, grays and combination boots 
and low cuts. 

Spats and boot tops are everywhere 
evident. 

The Wholesale Trade 


At the present time, the wholesale 
trade is rather quiet and will doubtless 
remain so for the rest of this month. 
Prices are holding strongly, however, 
and a big business is predicted for 
January. 


AT THA YER-McNEIL’S 


Idea of Practical Christmas Gifts 
Is Well Developed 


At Thayer-McNeil Company’s, the 
atmosphere was that of the holidays. 
There were appropriate decorations of 
holly and the Christmas red. Artisti- 
cally arranged on tables, and in cases, 
were shoes, hosiery, buckles, comfy 
slippers, sport footwear, skates and 
a good display of findings. 

Harold F. McNeil of the firm stated 
that when his store was planning its 
December campaign, they decided that 
they would develop the idea of featuring 
shoes, hosiery and accessories as_ the 
most appropriate and practical holiday 
gifts. The store is doing a big Christ- 
mas_ business. 


Devoted to Kiddies 


The third floor of Thayer-McNeil 
Company’s is devoted to the kiddies. 


shoe and department , 


This department is doing a very large 
business. Every variety of footwear 
for the little folks is found therein. 


A PREDICTION 


On Cloth Tops by the Merchants 
Shoe Co. 


William A. Moody of the Merchants 
Shoe Company, 110 Lincoln Street, 
predicts that cloth top shoes for women 
will be pretty strong after the first of the 
year. Mr. Moody also thinks that the 
military heel in women’s shoes looks like 
a big favorite. 


Children’s Shoes 


“The factory prices on children’s 
shoes,”’ said Mr. Moody “‘are today just 
as strong as ever. I feel that the whole- 
salers will be obliged to ask more for 
misses’ and children’s lines after Jan- 
uary, 1920.” 


AT THE REGAL 
Men’s Favorite Shoe on English Last 


The Regal Shoe Company store in 
Church Green reports that business this 
week is way ahead of that of the cor- 
responding period of last year. Man- 
ager J. J. Buckley says that women’s 
shoes are selling better than ever; that 
high shoes from $10 and under are 
especially strong. A special at $8.75, 
on a line which the store is dis- 
continuing, is a favorite. “The men,” 
said Mr. Buckley, ‘“‘want good shoes 
and are willing to pay the price. 

The men’s favorite in shoes seems to 
be on the English last.” 


NEW YORK STORE OPENED 


By J. A. MacDonald Leather Com- 
pany, 19 Lincoln Street 


The J. A. MacDonald Leather Com- 
pany, 19 to 21 Lincoln Street, Boston, 
are opening a New York store at 180 
William Street. Eben L. Ball, who re- 
signed from the Pyrotan Leather Com- 
pany, November 1, will become general 
sales manager for the J. A. MacDonald 
Leather Company with his _ head- 
quarters at the New York Store. 

Mr. Ball is well known in the shoe 
and leather trade with which he has 
been connected for a number of years. 
He will be assisted in the sales manage- 
ment by Henry Dahl, who was also 
associated with Mr. Ball in his con- 
nection with the Pyrotan Leather Com- 
pany. Mr. Dahl is well known in New 
York and Boston leather circles and has 
a wide circle of friends. 

(Continued on page 123) 




















In Use by These and 
Many Other Makers 
of Fine Shoes 


Johnston and Murphy 
Laird Schober and Co. 
Thomas Cort, Inc. 
Zeigler Brothers 

Martin and Martin 
Hurley Shoe Co. 

Upham Bros. Shoe Co. 
O'Donnell Shoe Co. 

Burt & Packard 

Fred F. Field Co. 

Harney Tracy Crehan Co. 
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Specialists In 
Improving the 


Inside of Shoes 


D=* Luxe Lining is the result of our never 
ending study of how to make the inside 


of a shoe better. 
Unless you appreciate the value of this 
point De Luxe Lining will not interest you. 
It is for high grade shoes only, and is calcu- 
lated to make an instant impression upon 
customers who want the best. 

Your manufacturer will be glad to use De 
Luxe Lining if you ask him to. 


“Know It By The Weave” 


Samples in both white and natural (ecru) 
will be gladly sent on application. You 
should have them in order to fully appreciate 


why 


“De Luxe Costs More But Performs Better’’ 


Julius Kallman Company 
61-65 South Street + + Boston,Mass. 
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Trading Lacks Snap 


Mostly on the Soft Spots---No Material Weakness 
in Best Grades of Leather---Buyers Still Pursue a 
Waiting Policy Purchasing for Immediate Needs 


There is still persistent talk coming 
from the shoe trade regarding lower 
prices for leather. What this talk is 
based on is not easily apparent to those 
who find raw stock still selling at almost 
record prices and production costs far 
greater than ever before. Much of the 
buying which has taken place of late is 
in the soft spots of the market. New 
business on best grades is rather quiet 
in this country and for export it is 
practically at a standstill. 

Considerable leather is still going 
abroad on old orders, but the quiet 
export business has not yet resulted in 
burdensome accumulations in this mar- 
ket. Any who believes that there is not 
a solid basis to the leather market only 
need go out and try to contract for 
future delivery on the better grades of 
calf and kid, side leathers and sole 
leather. 


Glazed Kid Continues High 

There is little or no change in the 
glazed kid situation and in spite 0? talk 
there is not yet much flocking to the 
light calfskin leathers in spite of high- 
priced kid. This, however, is very 
likely to come about to some extent. 
At the same time, one of the leading 
domestic producers of patent kid re- 
cently placed a price of $1.75 per foot 
on his best selection and has all of the 
orders he can fill at that price. 

Prices of goatskins in the raw are 
still on the advance at all important 
shipping points, which, together with 
the export duty placed by the Indian 
Government, does not tend to make the 
situation any easier for our domestic 
tanners. 

There are no accumulations worth the 
mention, of good-grade leather, and 
prices are still very firm. 


Colored calf is being freely sold at 
prices ranging from $1.15 to $1.40 per 
foot. Black calf is selling at about 5c 
less. It is stated that lighter weights 
have even fallen off a little, with some 
quotations down as low as 80c per foot. 
This, however, is not the rule. 


Side Leather in Good Demand 

There is an active business in practi- 
cally all kinds of good-grade side leather 
at around 90c to 95c per foot, for the 
top grades. Good black side leather is 
selling at about 10c per foot less and 
ranges down, accordirg to selection and 
tannings. There are some excellent 


finishes of side leather on the market 
and these are in good demand. 

The average patent leather ranges in 
price from 80c to $1.10 and there is a 
fairly good call. 

The sheepskin market continues very | 
high and lining stock is selling at from 
25c to 35c per foot. Accumulations are 


’ small and an active business is in prog- 


ress. 

Split leather is selling well, and prices 
range from -50c to 60c per pound for 
wax splits; for flexible splits, 15c to 30c 
and even 40c per foot. 


Slight Weakness in Hide Market 


There has been another slight decline 
in the packer hide market. The present 
dull condition is believed to be caused 
by the foreign exchange situation which 
checks European business. The coal 
strike is also another factor. The quiet 
conditions prevailing in the leather 
market also contribute to the loss of 

(Continued on page 121) 


Sole Leather 


Hemlock sole, heavy, No. 1........ 


Hemlock sole, seconds, mid. . 
Oak sole, No. 1 bends.. 


Oak sole, No. 1 backs, all weights. Bete cole 
EEE ee ree ore ee 


Union cows, flat............ 
Offal, hemlock heads........ 
Offal, hemlock bellies . 


Offal, hemlock shoulders ............... 
Sa Eee Pe 


Oak offal, heads....... 


Chrome, S. A. dry hide, 7% to 10 iron sides. 
Chrome, green hide, 6 to 8 iron sides. .... 


ee 


1910 1918 1919 

Cents per pound 
25 @26 56@57 56@ 58 
23 @24 54@55 54@ 56 
45@— 85 @92 1.05@1.15 
.. 43@— 80@85 98@1.05 
.. 33@35 84@85 90@ 92 
80@83 92@ 94 
need 17@18 17@ 18 
ba 23 @25 20@ 27 
38@40 39@ 40 
- 24@25 23@ 25 
27@28 26@ 29 

Cents per foot 

43 @50 60@ 65 
—@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers...............04. 
ee ee 
EM MII itno$)4 bs wis 0:6-0i4 pie. d ab o.anid bia 
Chicago City calfskins...... ‘Avra gre ioe 
pe Rare reer re 


1910 1918 1919 
Cents per pound 
34@17 —@29 46@ 47 
154%@15% —@28 —@ 47 
133%4@14 —@21 28@ 30 
18 @19%  34@44 70@ 87% 
21 @23 —@34 43@ 46 
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Kid Just Like A 
GLOVE! 






SATIN KID 


Obtainable only through our process. 
Made in McKays, Welts and Tums 


in all Styles and Patterns 


THE VAL DUTTENHOFER SONS CO. 


CINCINNATI, OHIO 
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LARGEST MEETING 


Shoe Travelers’ Association Allots 
Exhibit Space 


The Shoe Travelers’ Association of 
Chicago held a regular meeting on Sat- 
urday, November 29, in the form of a 
12.30 luncheon at the Palmer House, 
with an attendance that outnumbered 
any previous meeting held by this 
association. 

The total members present numbered 
almost one hundred. At this meeting 
the allotting of exhibit rooms at the 
Chicago National Shoe Exposition took 
place. J. H. Everston of the “Boot 
and Shoe Recorder,” and E. O. Ray of 
the Shoe Retailer, were appointed by 
President. Frank King to draw the num- 
bers that would decide the rooms for all 
applicants for space. 

Although the exposition takes place 
on January 5 to 10, more than a month 
hence, the entire quota of available 
space has been apportioned and appli- 
cations for reservations of rooms are 
still coming in to Dave Davis, secre- 
tary, in large numbers, but it is im- 
possible to accommodate at the present 
time all these late entries. 


REPORT FROM MEMPHIS 


Goodbar & Co. Say Good Business 
On Best Quality Shoes 


H. C. Yerkes of Goodbar & Co., 
Memphis, Tenn., reports that all their 
travelers are sending in good business 
and to get the goods to the customer is 
the main consideration. Also that the 
best quality shoes are being bought. 


IOWA NATIONAL MEETS TODAY 


Will Send Big Delegation to Cin- 
cinnati 


The Iowa National Shoe Travelers’ 
Association will hold its December 
meeting _after a one o’clock luncheon 
today, December 6, at the Hotel Fort 
Des Moines. This will be the last 
meeting this year. E. Wm. Prescott, 
National Secretary-Treasurer, reports 
that the association is staging a final 
membership drive to enable it to send a 


Traveling, 


STVAAVAAUAOAUUGHUTADAVALAYOSAUAADOGNUDULAOVOMOATAUANEANGLOS0¢C0US4Q0OUQALOGAGAGHOGUCQOCOOSANGACAUVEULNGCGCCOCUOCCUQCATEOAUOCULIORNCACAOOEAIAACOOAUCAALAEAAATAEOIUUEUUUITTAMATOLEUIUCIUUANDAA 





large delegation to the National Shoe 
Travelers’ Convention to be held in 
Cincinnati in January. Every shoe 
traveler that happens to be in Des 
Moines December 6 is cordially invited 


. to attend the meeting. 


FROM MISSISSIPPI 


W. L. Jones Reports on ‘Barker 
Brand’’ Shoes 


W. L. Jones travels Mississippi for 
the Huntington Shoe & Leather Co. 











W. L. JONES 


Mr. Jones reports that Barker Brand 
shoes are “coming strong with ll 
indications of a continuance.”’ He also 
states that crops are short but are 
bringing a good price. 


EXCEEDINGLY BRIGHT 


Says J. E. Call of Conditions in 
South 


J. E. Call, Southern representative of 
the Manss Owens Company, has been 
at the factory for the past ten days in 


21/19) oS 


e Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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conference with Frank X. Owens. Mr. 
Call reports conditions in the South 
as being exceedingly bright, and that 
his bookings for this season have 
exceeded all records. 


GOOD CONDITIONS 


Reported by B. W. Aiken with Cen- 
tral Shoe Company 


B. W. Aiken travels Northwestern 
Oklahoma and the North Panhandle of 
Texas for the Central Shoe Company. 
Mr. Aiken has been on the road seven- 
teen years, eleven of which he has spent 
with the Central Shoe Company. He 
writes that he finds very good condi- 
tions in his territory. 


IN WEST VIRGINIA 


“Larry”? Cross and Dan Cuthbert 
Calling on Trade 


The following salesmen are calling on 
the trade in West Virginia: “Larry” 
Cross, Pels Company Limited, Brock- 
ton, Mass.; Dan F. Cuthbert, the H. C. 
Godman Company, Columbus, O. 


THE LEATHER MARKET 
(Concluded from page 119) 
activity in the hide markets. If tanners 
continue to neglect the hide and skin 
market and shoe manufacturers and 
other leather buyers hold off in pur- 
chasing leather, the ultimate effect 
would certainly not seem to be for much 
greater strength. It is certain that the 
country has found shoe prices high. 
Through the process mentioned above, 
we may note even lower prices in hides 
and skins. It is a question, however, to 
what extent this will be offset by the 
continually advancing tendency in labor 
costs and all other productive costs 
which could be enumerated in both the 

leather and shoe industry. 

It is not advisable to bank too 
strongly on materially lower price 
tendencies in this industry while all 
other commodities in all lines of trade 
are established on an abnormally high 
basis. 
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O over your stock today and see where the weak places are; otherwise a sale 

i. or two may be lost before you realize the necessity o° ordering more shoes on 

the “Bingo” last. Business goes to the stores that have the stock as well as 

the style. Play close} with the “Just Wright” stock, department and you'll play 
safe always. 


Bingo is a Cocoa Gun Metal Calf Bal. Rubber Heel. 12 
Iron Edge. Sizes A 7 to 10, B 614 to 10, C, D,6 to 10. 


—_— 


ASK FOR CATALOGUE ILLUSTRATING AND DESCRIBING OTHER STOCK STYLES 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 
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BOSTON 
(Concluded from page 117) 

Mr. MacDonald, who has been in 
charge of the sales department, will 
new have mere time for administration 
duties and the business interests with 
which he is connected. 

Thomas Rich, of the MacDonald 
Leather Company, who recently made 
a successful trip to Europe, will be in 
charge of the foreign department. 

Mr. MaeDonald started this business 
abeut twe years ago and was for ten 
years manager of the Boston store of 
P. Reilly & Sen. He has made a signal 
success from the start and is receiving 
the congratulations of many friends on 
this enlargement of his leather interests. 


JOHN SHEPARD DEAD 


Feunder ef Department Store Dies 
en Way West 

John Shepard, Sr., former president 
of Shepard-Norwell Company of Bos- 
ten, one of the city’s best known busi- 
ness men, died suddenly on Monday in 
the Middle West while on his way to his 
home in Pasadena, California. 

Mr. Shepard was 85 years old. He 
was born in Canton, Mass., March 26, 
1834, the son of John Shepard, who died 
when the boy was nine years old. At 
the age of 11, he came to Boston and 
worked for 50c per week and board. 
In his early days, Mr. Shepard attended 
evening school in Boston. At the age 
of 19, he started in business on Hanover 
Street, under the name of John Shepard 
& Ce., on a capital of $365. 


The Shepard Stores 


The present business, known as the 
Shepard Stores, was established Janu- 
ary 1, 1865. When Mr. Shepard com- 
pleted the span of three-score years and 
ten in 1904, he signalized the event of 
a deuble observance, the occasion also 
being the half century of his business 
life in Boston, by a personal check for 
$5,000 te the Massachusetts General 
Hospital, te establish a free bed for the 


“HUB GORE” 


sick and injured employes of the Shep- 
ard-Norwell Company. In many other 
ways Mr. Shepard showed his public 
spiritedness. 

He was a keen lover of horses. At 
one time he owned 200 famous steeds. 
He was an ardent motorist and was in- 
terested in the advancement of aviation. 

In 1911, he retired from business. 

Besides his home in Pasadena, Mr. 
Shepard had a home on Beacon Street 
and at Swampscott, Mass. 

He was a director of the Y. M. C. A., 
American Pneumatic Service Company 
and of the Commercial Bank, also a 
member of the Gentlemen’s Driving 
Club, the Algonquin Club, the Beacon 
Club and the Tedesco Club, and a 
trustee of the Peter Bent Brigham 
Hospital. 

A SPIRIT OF PEP 


Noted in Shoe Department of 
Jordan Marsh Company 


At the shoe department of Jordan - 


Marsh Company, C. C. Ferrers reports 
that business is holding up finely. 

“Commencing with Wednesday,” said 
Mr. Ferris, “our Christmas trade 
started with a spirit of real pep. We 
expect a big December business. Every- 
thing is moving lively in shoes and 
accessories in the department. Comfy 
slippers are selling big.” 


For the Children 


An attractive sign which was dis- 
played in the children’s shoe depart- 
ment featuring rubber boots for children 
as Christmas gifts read, ‘“Every Child 
Wants a Pair of Rubber Boots.’’ There 
were two attractive patterns of children’s 
rubber boots shown with and without 
the extension tops at $2.50 to $4.50. 
Girls’ school shoes were well featured. 
Boys’ warm overshoes were featured as 


acceptable Christmas gifts at $3.50 to - 


$4.00; boys’ high storm boots $6.50 to 
$7.50; De Luxe tailor-made comfies at 
$2.50. 

There were also some attractive 
fur-trimmed moccasins for women in 
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chamois and mahogany shades, as well 
as some extremely attractive Japanese 
quilted satin slippers in garnet, pink, 
blue and liberty reds; also corduroy 
slippers, Japanese skuffs and cretonne 
slippers were attractively featured. 


NEW SALES OFFICE 


Bunker Hill Shoe Company at 
Room 304, 113 Lincoln Street 


The Bunker Hill Shoe Company, 
Everett, Mass., have opened a sales 
office at Room 304, 113 Lincoln Street. 
Their capital stock has been raised to 
$75,000, $50,000 of which has been 
paid and subscribed for and the balance 
has been subscribed and will be paid for 
very shortly. It is the intention of the 
company to raise the capital stock from 
$75,000 to $150,000 just as soon as the 
balance of $25,000 has been paid in. 
D. Ansin is the new president, Mr. 
Jones being no longer connected with 
the company. The production has been 
increased from 1,000 pairs per day to 
1,500 pairs. An addition has been 
started to present plant, which will be 
in operation about February 15, giving 
the firm a capacity of 3,000 to 3,500 
pairs per day, on their line of misses’, 
children’s and growing girls’ fine McKay 
shoes. 





Milbradt Rolling 
Step Ladders 














INSURED and | 


—E GUARANTEED FOR 2 YEARS 








100% adjustment if it 
Quality for 
ROMEOS and JULIETS. 


A Special 


fails. 








EVERLASTIK, 


BOSTON OFFICE 
52, CHAUNCY ST. 


HUB GORE MAKERS 


‘NEW YORK OFFICE 
395 BROADWAY 





T S any other shoe bottom as well fitted for 
service as the comfortable, waterproof, 
long wearing, guaranteed Nedlin Sole? 


UARANTEED Nedlin Soles 

have the endorsement of 

shoe manufacturers, shoe retailers 
and shoe buyers. 


This endorsement has been won by 
the unmatched value that guaran- 
teed Nedlin Soles represent and the 
unduplicated service that guaran- 
teed Nedlin Soles give. 


Guaranteed NeGlin Soles, above all 
else, are exceptionally tough. Cor- 
rectly applied, they afford the buyer 
the long wear that he pays for and 
expects to receive. 

Their quality is uniform. On $5 
shoes, on $10 shoes, or on $15 shoes, 
guaranteed Nedlin Soles are the 
same. 


Guaranteed NeGlin Soles,moreover, 
are comfortable. New shoes, 
Ne3dlin-soled, require no painful 
breaking in. They feel good on 
the tenderest feet. 


And guaranteed Nedlin Soles are 
waterproof. In winter,and in wet 
weather, they keep out the damp 
underneath and safeguard the 
health of their wearers. 


All of these qualities, which have 
made Nedlin Soles preferable to 
any other soles, and the guarantee 
under which shoes, so bottomed, 
are sold are an absolute assur- 
ance of shoe satisfaction and un- 
failing service in these days of 
costly and variable leathers. 


THE GOODYEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


If you are not thoroughly familiar with the new direct guar- 
antee on Nedlin Soles, write to us at Akron for our booklet— 
“‘Nedlin Sole Guarantee and How It Operates.’’ 


Goodyear Wingfoot Heels are the walking mates of guar- 
anteed Nedlin Soles. They also are guaranteed—to outlast 
all other heels, rubber or leather. And they’re so dependable 
that only one pair in 352,000 is returned for adjustment. 


Nedlin Soles 


Trade Mark Reg. U. S. Pat. Off. 











